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WENTY-EIGHT years ago the writer said in 
print, that retail shoe merchants were throwing 
away profits in January and July. It is just as 

true in 1929 as it was in 1901. Shoe stores have added 
other months to the wasteful period. They now throw 
away more than one fourth of the year’s profits by 
means of special sales: Many stores keep up the merry 
pace all through the year. 

Twenty-eight years ago we had clearance sales in 
January and July only. Now we have them every day 
of the year, in some stere, somewhere. Most of the 
stores seem to feel that especial effort should be put 
forth in what they choose to call the “dull, mid-Summer 
season,” or “Holiday lull.” The trade has enlarged an 
old superstition, fetish, or relic of ancient times. We 
have become “calendar minded.” As July approaches 
we haul out the old, moth-eaten 


J unking Summer Profits 


By R. L. PRATHER 








ourselves into thinking there 
will be very little business in 
the “dog days.” This seems 
to be a fine time to clean house 
—to give an impetus to a dull 
period. 

Many a store, with stock as 
clean as a hound’s tooth, de- 
liberately prepares a sale. The 
buyer goes to market for job 
lots to put into a “Great Mid- 
Summer Sale.” Thereby he 
kills a potentially profitable 
time by unloading a lot of 
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unwholesome atmosphere generally. Also, he still 
further weakens public confidence in the stability of the 
shoe business. 

Shoe stores seem to like the alibi that “everybody will 
be going away on vacations in the hot months,” there- 
fore there will be nothing doing in the shoe business. 
If that be true, why then, should we put forth so much 
effort to sell a lot of junk? It is an inconsistency that 
should make us laugh—or weep. On the other hand, 
it is just as bad to sit back, fold the hands, and do nothing 
because of an old tradition—“dull times in hot weather.” 
A glance over the town will show you that most of the 
stores are of the same mind. Fall in line with them and 
throw away profits if you feel that way too. 

However, consider this: Not one restaurant, hotel, 
taxicab, bus line, or other public utility has cut prices 
or offered reductions any- 
where. Hundreds of trades 
are going right along as if 
there was no hot weather. 
Vacation season does not seem 














junk, surfeiting the public 1) 


: . \ to affect them at all. And 
why? Because they are 
! rendering a service, giving 
something needed for a price, 
ey (and finding the people willing 
uf to pay. 
é The shoe trade prostrates it- 
ann | self, humiliates itself by con- 
y A. fessing its inefficiency, its un- 
+ (= | business-like methods. The 
shoe trade tacitly says to the 
poy) ~Cépublic: 
; : —— “We are poor business men 





with unwanted shoes, upset- 
ting prices, and creating an 


No piace to land 


—bad buyers. Each year we 
[TURN TO PAGE 47, PLEASE] 
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‘Te Can't Be Done’ 


They Told Him 
BUT 


_-HE DID IT 


> > > 


he HEN they told me it couldn’t be done, I half 
Wrcicre them, but I was stubborn enough to 
go ahead in my own way and I did accom- 
plish many of the things they said couldn't be done.” 
These words from the lips of Herman B. Delman ex- 
plain the almost meteoric rise of this young man to a 
high position in the retailing and manufacturing of 
high quality, high style shoes for women in New York, 
where the competition in this line probably is keener 
than in any other city in the world. 

Young Delman chose New York for the scene of 
his operations, not from deep thought out plans, but 
from impulse. Almost everything else he has done since 
has been from impulse. 

He plays “hunches.” Some of them turn out suc- 
cessfully, others do not. His percentage of successes 
has been high and he quickly forgets his failures. 
He has the courage of his convictions and once he 


starts a thing he sees it through, or else leaves it 
flat once he realizes that it cannot be accomplished. 


The close of the war found young Delman in New 


A corner in the Delman Salon 


Herman B. Delman 


York working at this, that and the other thing. He had 
been in service and with the Marine Corps chanced to 
hit New York after being mustered out. He met and 
married a New York girl. He then thought he had 
better settle down here. What career to choose? Back 
in Portland, Ore., he had been brought up in his 
father’s shoe store. His father never liked the women’s 
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The front of the Del- 
man store by night. 
The workroom above 
and the four small 
windows on the street 
stand out against the 
black marble facade of 
the building like a 
scene in the theater 


end of the business which is 
probably one reason that 
young Delman liked it. Any- 
way, he explains, he always 
had a strong liking for 
women’s fine shoes. This led 
him to the idea of establish- 
ing a quality shoe store for 
women in New York. He 
cast about and finally found a 
location that suited him, far 
up on Madison Avenue, then 
a bit outside the high style 
neighborhood, but a location 
that he divined, either from in- 
tuition or business sagacity, 
that soon he would be in the 
center of the smart shopping 
district. It was a lucky selec- 
tion. He is still there today. 
He opened his store seven 
years ago and now occupies 
more than twice as much space 
and owns the entire building. 
He had about $10,000 with 
which to start his venture. It took high courage to risk 
this little stake in competition with all the well-known 
high-grade shoe retailers in New York. Worse than 
that, he spent most of the $10,000 in fitting up his little 
store with Louis XVI furniture and equipment. It was 
one of the first of the shoe salons, probably the first 
where free cigarettes were provided for the women. 


HEN came the question of getting some shoes to 
sell. He approached a number of high-grade makers 
and, as he says, “I was stupid enough to tell them honest- 
ly how I was fixed financially.” He was turned down 
here, there, almost everywhere as a poor financial risk. 
“T didn’t know it then, but I do now,” he said, “that 
these turn downs were the motivating forces starting 
me to success. I was forced to go to little shoe makers 
who would take a chance on getting paid for a few 
pairs of shoes. I had a lot of crazy ideas about shoes 
and that, in combination with my rather poor financial 
status, led the big fellows to run me down. They didn’t 
want to accept my small orders, for I wanted a few 
pairs of this and a few pairs of that. They told me shoes 
couldn’t be made that way. I didn’t know a thing about 
shoe making. If I had, I probably would have agreed 
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with them and never would have produced some of the 


things I have.” 

He made up what he called “a lot of crazy sketches,” 
which he took to little shoe makers and asked them to 
make shoes like them. They, too, told him it couldn't 
be done, but he insisted that it should be done, and it 
was. He finally got enough shoes to make a showing in 
his new store. He put some of his “crazy” patterns 
in his advertisements, some of the “crazy” shoes in his 
windows and threw open his doors in more or less fear 
and trembling. He knew he had done something start- 
ling. Whether he could profit by it was another ques- 
tion. He wondered if New York women would accept 
some of his “crazy’”’ ideas, such as the use of unusual 
materials and patterns. 

To make a long story short, New York women did 
accept his ideas. At least enough of them accepted 
enough of his ideas to make the little store pay. They 
even were willing to wait a few days when he didn’t 
have a particular size in stock. It meant keeping right on 
top of the shoemakers all the time, but the business kept 
growing. More and more he fed the little shoemakers. 
He tried new things all the time. Kept looking for un- 
usual materials, particularly fine skins in leathers and 
[TURN TO PAGE 47, PLEASE] 
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Selling Men Kid Shoes 


for Summer 


Smart Styles Designed for Every Age Stocked by William —Montgomery, 
Head of John Ward Stores in New York (ity— 
Intensive -Advertising Being Used 


idea in Summer footwear. It is suitable for 

the very youthful, the elderly and the in- 
betweens, and for this reason it has been stocked in 
quantities by the John Ward men’s stores.” 

So stated William Montgomery, head of the John 
Ward stores in New York, during the course of an 
interview with a reporter for THE Boor anp SuHoe Re- 
He also let it be known that his company, the 


a |b HE kid shoe for men is a practical and smart 


CORDER. 











trim. 














Melville Shoe Corporation, owners of the John Ward, 
Rival and Tom McAn chains, intended shortly to start 
an intensive advertising campaign with the kids as their 
principal angle of attack. 

“Only a few days ago,” said Mr. Montgomery, 
“Adolphe Menjou came out publicly for kid shoes as 
both smart and comfortable hot weather footgear, and 
a number of other personages in the style world have 
followed his lead. At that time I told manufacturers 


Left—Perforated tip model in black kid with stitching 

Center—Tip model in tan kid with perforated 

trim and heel slightly higher than usual. Right—Wing 
tip model in black kid with perforated trim 
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that it was immaterial to us 
what the public wants so long 
as we can get it and give it to 
them. Personally, I feel that a 
summer weight shoe should be 
cool and light as well as smart. 

“The kid shoe would seem to 
fit this demand perfectly. It 
used to be thought that only 
elderly persons would wear kid, 
but the young folk today are 
equally thoughtful of their com- 
fort so long as it doesn’t inter- 
fere with smart appearance. 

“The John Ward stores are 
stocking up man thousands of 
pairs of men’s summer weights, 
all of them smart, up-to-date 
models. Mostly they are for 
young men; they feature pink- 
ing, foxing and perforations. 
The toes are modern, the lasts 
are definitely youthful; never- 
theless these shoes are as smooth 
and comfortable on the foot as 
a house slipper.” 

Mr. Montgomery said that 


the biggest argument with the consumer in favor of kids 
is that they require no breaking in. 
“That's the thing our clerks have been coached on 





Mark Up This Card After Each Sale! 
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Adolphe Menjou favors Kid Shoes 
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When Adolph Menjou, known as the best 

dressed man in the movies, came out with an 

endorsement of kid shoes, the John Ward 
stores immediately capitalized on tt 


Every salesman in the John 
Ward stores carries with him a 
card similar to the one shown at 
the left. When properly filled in, 
it gives an excellent index of the 
demand for kid shoes and the 
types of men buying them. At 
the right is shown one of the 
newspaper advertisements used 
by the John Ward stores in put- 


TAVERN 20 TAGE TH, PLEASE 





37 


particularly, and it is a convinc- 
ing sales argument. Most men 
are loath to purchase new shoes 
because of the torture of break- 
ing in. The kid shoes obviate 
all this. 

“But that is not the only sales 
argument we have. Our clerks 
stress the comfort, the style and 
the longevity of their shoes as 
well. The points which appear 
to have most weight with the 
consumer are carefully jotted 
down on cards, which estimate 
the purchaser’s age and other 
important data. 

“We just wish to assure our- 
selves that young men buy kid 
shoes as well as the elderly cus- 
tomer when it becomes known 
they can get a snappy last in the 
softer leather. 

“Of course, we are running a 
big advertising campaign in 
addition—as_ witness these 
proofs. Frankly, we’re glad to 
get an idea, a new slant, for 


meritorious copy, and we rather think that summer 
weight kid shoes have furnished it. 
the boys a new topic of conversation.” 


It certainly gives 

























KINGSLEY in black kid. A 
modern-to-the-minute wing- 
tip last thet has been pro- 
correct 
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ting across the idea of style shoes 
of kid for summer wear 





When you change from a felt to a straw 
hat.... from tweeds to tropicals .... change 
from calf to kid! This light-weight leather 
is so much cooler.... ideal for summer 
wear! And so pliant it requires no break- 
ing in. See this smart John Ward “Kingsley” 
in kid... . the new vogue for summer! 


ohn Ward 
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Getting More Shoes Sold Right 





Red-Hot Sunshine 


OT weather happiness has come early to the shoe 

. man. Many a shoe store, with scorching weather 
for Decoration Day, moved more summer shoes than in 
any week of the year so far. One shoe merchant sold 
more ‘tan shoes for men in one week than had been 
previously sold since the first of the year. 

Here is the car that merchant had in his winlow and 
which was also trasismitted*by salesmen to.customers : 

“Because blak “absorbs the sun’s rays, and colors 
diffuse the sun’s‘rays, it would be the sensible thing 
for you to favor your painful feet by wearing tans 
instead of the blistering blacks.” 

That statement sold more shoes in color, and in sea- 
son, than all previous talk about man’s wardrobe, dress 
up and succeed, light-weights and straw hats. 

Try the same logic in your own business. Show the 
man public the summer use of a pair of tan shoes. 
Temperature, rather than straw hat day, wili sell shoes 
from now on. 

There is an opportunity this season for an increase 
in the pairage of men’s shoes by convincing the man 
public that he will feel better, as well as look better in 
tans. 


The Farmer’s Year 


UST at this time Congress and the newspapers are 

full of evidence of the anxiety of this whole nation 
to improve the condition of the farmer. There is a 
new spirit of cooperation in thé farmer’s behalf. 


June 8, 1929 


It has always been a tzature of western farm life for 
one farmer to help another farmer out in plowing or in 
harvest, the loan of machines and labor and everything 
up to the point of marketing. 

It appears that the railroads now are beginning to 
remember some of the kindly deeds of years ago. For 
example: in the tremendous wheat crop of 1892 the 
railroads transported, free of charge, two hundred com- 
plete threshing rigs and five thousand men from Iowa 
and Wisconsin to North Dakota. That was a victory 
of marketing cooperation worthy of record. 

The years following the war have seen very little 
evidence of unselfish cooperation on the part of rail- 
roads or anybody else for that matter. The real prog- 
ress of the country may be perhaps showing itself in a 
return of that type of cooperation, and its first expres- 
sion comes in the national interest of all people in the 
higher living standards of the farmer. 

For too many years the caliber of American banking 
has been to lend money where the return was most. 
Scarcely any attention was accorded the intelligent, co- 
operative finance of marketing crops. Perhaps we are 
now to see new facilities in the way of finance. 

It is a matter of national reproach and an evidence of 
national stupidity, with the cost of living as high as it 
is, that so little attention is given to the broad financing 
of our greatest industry, which gives employment to 
more than one-quarter of our population. 

Finally it has dawned upon us all that the efficiency 
of the farmer, and the more efficient marketing of his 
product, might contribute most to the prosperity of the 
country. This year seems to be the start of an attempt 
to make the farmer a better customer for the commodi- 
ties of industry by giving him more money with which 
to buy. 


Two Paths to Profit 


WO paths of merchandising practice are being de- 

veloped this summer. On the one hand mass pro- 
duction and distribution, while on the other “selective 
consumption.” The two paths show much promise for 
the development of the theories—‘“‘necessities are bought 
with caution” and “luxuries bought with abandon.” 

As a result, more articles of footwear are salable 
than ever before. To illustrate the two theories; man 
buys shoes only when necessary, while it has been truth- 
fully said that no woman ever owned enough pairs of 
shoes. 

It is not difficult to give in very few words the two 
paths to profit. They both center on the thought, give 
the people the things they want most. There are shoes 
aplenty at any price which the public might wish to pay 
therefor. For the woman who “scratches” there are 
shoes from two dollars up. For the woman who 
“splurges” there are shoes from twelve dollars to one 
hundred dollars per pair. 
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There are plenty of shoes for plenty of wants of 
people. We are seeing this summer one want satisfied 
making way for another; sandals taking the place of 
oxfords for women; sport shoes taking the place of 
blacks for men. 

Every store should endeavor to encourage a con- 
stantly larger number of people to want more things. 
This is the greatest opportunity for emphasizing the 
pleasure of footwear—this summer is the time, your 
store the place, everyone your customer. 


Public Must Be Told 


T will take at least two months of Finance Commit- 

tee work for the Senate to prepare its tariff bill—to 
switch and swap items around on the Hawley tariff 
measure—before Senate approval and Joint Conference 
Committee acceptance—such is the tale of tariff tin- 
kering yet to be done. 

The leather and shoe industries have a world of work 
yet ahead of them. The 10 per cent duty on hides; the 
12% per cent to 30 per cent duty on leather; and the 
20 per cent duty on shoes are not out of the woods by 
any stretch of the imagination. 

There are some very serious rumblings heard all over 
the country. It is very unfortunate that in the entire 
tariff bill the item that has been picked up most gen- 
erally by newspapers has been the schedule of shoes, 
with sugar a close second. 

Our clipping service shows some fifty-three news- 
papers harping on the sub- 


BOOT AND SHOE RECORDER 





39 


in scrap books and read each night by the President.” 

Members of Congress on their return to their con- 
stituencies this summer will learn at first hand*the pub- 
lic sentiment toward the higher rates of tariff. 


Here is the sort of newspaper copy that needs to be answered 
with a definite statement by the leather and shoe. industries. 
We quote from The Star-Journal of Warrensburg, Mo.: 

“We want you to know how they swindle you in a tariff swap 
down at Washington. The tariff tax tinkers want a tariff on 
hides for the packers, a tariff on leather for the tanners, and 
a tariff on shoes for the shoe manufacturers, all of which are 
on the free list now. So they get a few fool farmers to demand 

4 tariff on hides—the farmer sells his cattle on the hoof and 
the packer gets the hide. And with this bait they give the hide 
man a tariff of 10 per cent, the leather man a tariff of 12% 
per cent to 15 per cent, and the shoe man a tariff of 20 per cent. 
Even if the farmer received the benefit of the 10 per cent on 
hides, he would be given a 12% per cent to 30 per cent tariff 
on leather in exchange for it—a silly trade for the farmer. 

“But, in reality, the packer and the tanner and the shoe man 
will get all of the benent from the tariff and the farmer will 
get skinned as usual. And the tragedy of it all is ‘that all the 
rest of the folk who wear shoes will get skinned along with 
the farmer.” 


Now is the time for some fundamental, economic 
logic. The newspapers, the merchants, and the public 
should be told that the shoe industry is the only major 
industry in America ~unning a free show in a protec- 
tive country. 

The shoe trade is unanimously against a duty on hides, 
because the United States does not raise all of the 
hides needed for American shoe and leather consump- 
tion. A tariff on hides automatically puts 10 per cent 
rise on all leather from bovine cattle, while the rest of 
the world pays the world price. 

But on finished shoes and leather, because of over- 
production facilities, and 
the intense competition, no 





ject: “Increased prices of 
shoes because of duties.” 
It is said that President 
Hoover is keeping in 
touch with the sentiment 
of the public on the tariff 
through two additional 
Newspaper Clipping Ser- 
vices, as well as through 
the usual White House 
clipping system. 

From one source in the 
White House comment is Ps 
made, “Judging by news- 
paper clippings there has 
never been such opposition 
to a bill as the present 
tariff measure.” The 
New York Times says: 
“The fact that the Presi- 
dent sought newspaper 
editorial opinion is ac- 
cepted by many as indica- 
tive of a plan to get the 
fullest range of informa- 
tion for use in conference 
with members of Congress. 


articles and editorials. 


cation. 





The Reason Why 


R. L. MARKS 
Danville, Pa. 


I look forward every week to reading the Boor 
AND SHOE RecorpER. What knowledge I have of 
the shoe business has been gained by reading its 


(Signed) VICTOR J. MARKS. 


The firm of R. L. Marks has achieved a marked 
success in a comparatively small city. The men 
responsible for this success have taken the best 
they could find in the way of merchandising 
practice, have added to it from their own experi- 
ence and have evolved the principles which have 
stood them in such good stead. That the Boot 
AND SHOE RecorpeR has been instrumental in 
giving them what they felt they needed when 
they needed it is a source of thé deepest gratifi- Bi hd 


Sout UT 


increase in price is possible 
in the finishing of leather 
or the assembling of shoes, 
for it is an economic fact 
that a duty that shuts out 
a minor volume of goods 
has no effect on the major 
volume price. 

The shoe and _ leather 
duties are in the limelight, 
unfortunately. Many an- 
other duty will slide into 
operation without protest. 
Shoes are conspicuous be- 
cause of their common use. 

The machinery of in- 
formation and explana- 
tion of the tariff stand of 
our industry needs to be 
put into immediate action. 


Every day, in every 
way, sell more Sports 
Shoes for this is to be 
the greatest Outdoor 
Summer Season Ever. 


President. 








The clippings are placed 





















CHARLES T. HEALD 


Stetson Shoe Co. official who is, also, president of 
the Boston Shoe and Leather Fair 





Annual Boston Shoe and Leather Fair is rapidly 
shaping up, while at the same time the ground- 
swell of the expected visitation of buyers from all parts 
of the United States and Canada is being felt in the 
offices of the New England Shoe and Leather Associa- 
tion in the shape of inquiries for accommodations and 
information. There is no question that Hotel Statler 
again will be filled from ground floor to roof with an 
imposing aggregation of representatives of all branches 
of the allied shoe and leather industries, July 8, 9, 10. 
An innovation in this year’s program will be the hold- 
ing of Hospitality or Country Club Day at the outset 
of the Fair instead of the closing day. The Hospitality 
Committee, headed by Paul O. MacBride of the Milford 
Shoe Co., as Chairman, has arranged to hold the usual 
Tournament of golf and other athletic sports on Mon- 
day afternoon, July 8, the program to include golf for 
prizes, and winding up with a dinner to the visiting 
buyers in the Woodland Golf Club House. The prizes 
will be distributed to the winners at the end of the clos- 
ing Style Revue performance Wednesday evening, July 
10. The committee in charge of the golf tournament 
consists of William H. Larkin, Stacy, Adams Co., 
chairman; A. N. Blake, Watson Shoe Co.; F. C. 
Donovan, F. C. Donovan Co.; Frank M. Bohr, Munroe 
Shoe Co.; A. B. Knight, Shoe and Leather Reporter; 
and Charles H. Furber, Boor anp SHoE REcoRDER. 
Of course, there will be the customary outings for the 
ladies accompanying the buyers, the chairman of the 


‘ke three days’ program for the coming Tenth 


BOOT AND SHOE RECORDER 


‘Three Busy 
Days Planned 


for 
Boston Show 


Tentative Program of the Boston Shoe 
and Leather Fair Reverses the Usual 








Order of Things and Places Outing 
at Opening of Jair 


committee in charge of this feature being Mrs. Charles 
T. Heald, wife of the President of the Fair organiza- 
tion, with Miss Helen M. Haney of the Boot anp SHOE 
RECORDER, as executive chairman. Bus trips to Wayside 
Inn, Concord and Lexington, and other places of his- 
toric interest, and also to Gloucester and other famous 
seashore resorts, will be made on Tuesday and Wednes- 
day. 

The major part of Hotel Statler will be given up to 
sample rooms for the scores of shoe manufacturers and 
those in the allied trades who are cooperating in the 
Fair, and it is in these rooms that the chief business of 
the Fair will be transacted. 

The Style Revue Committee of the Fair, under the 
direction of Chairman Everett Bradley of Haverhill, 
Mass., has made fine progress with its plans for the 
runway displays which are to be featured in the Hotel 
Statler Ballroom in the afternoon and evening of July 9 
and 10. The committee has engaged Miss Mollie F. 
Hurley of Brockton, Mass., as Style Director, and Miss 
Hurley is selecting the young lady models who will 
demonstrate the up-to-the-minute footwear styles that 
are to be shown at these performances. 

Miss Hurley has successfully directed the Style Shows 
that have up to this time-been a feature of the Annual 
Brockton Fair, and also has sponsored many elaborate 
entertainments and pageants. 

Already a large number of manufacturers’ sample 
rooms and exhibit booths for the allied trades have been 
applied for in the Hotel Statler, and the advance re- 
[TURN TO PAGE 70, PLEASE] 
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Hamiltons Use Billboards to Advertise Their Men’s Shoes 
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Selling Men’s Shoes at 


RICE competition has some 
P renee angles. An 

interesting game is being 
played in the men’s shoe business 
in Los Angeles. It is not seeing 
who can sell shoes the cheapest, 
but who can sell the greatest num- 
ber in the top grades. 

Five stores at the present 
moment are featuring men’s shoes 
at $25 a pair—and doing well with 
them, too. That means these 
stores are regularly stocking from 
six to eight styles each, in all sizes. 
It is the substantial business man 
who is buying the major part, with 
a fair sweetening of trade from 
the movie colony. All stores but 
one find it a good policy to price 
tag their better shoes. Sales of 
any kind are unknown in shoes of 
this grade as the persons interested 
in them are fever looking for 
bargains. 


‘Lop Prices 


Ths 


Edwin 


By Harry R. TERHUNE 
Field Editor, Boot and Shoe Recorder 









An exceptionally fine 
example of Edwin Clapp 


c ip. Custom 


made. stitched. 
Obtai le in j 
French calf and imported 





STORES 
oi ete | Az anae 
San Francisco 


$25.00 In His Advertising 







- Les Angeles Store 6 v0 South Hill Street 


DeWitt Davis Boldly Puts the Price of 


“It is the price that sells the 
shoes,” said DeWitt C. Davis. 
Reserving the small center window 
for the exclusive continuous dis- 
play of $25 Clapp shoes has 
brought many new customers to 
his store. Davis has found that 
many men are looking for fine 
shoes. For the first five months 
of this year 12.3 per cent of the 
pairs sold in his shop were at the 
$25 mark. This does not include 
special orders. 

The Nettleton Shop also keeps 
a display of their hand-made shoes 
in a prominent part of their win- 
dow. In common with the other 
merchants selling shoes of this 
character, they rely on the “feel’’ 
of the hand-made shoe on the foot 
to clinch the sale. 

If a man pays $100 to $150 for 
his clothes, why shouldn’t he be 
willing to pay $25 for his shoes, 
[TURN TO PAGE 70, FLEASE] 
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handle the 


By O. K. JOHNSON 







the thermometer has gone up more than twenty degrees 
since last night. 

CustoMerR—It is lovely this morning. After break- 
fast I was looking at the garden and one of the first 
things I did was to rake the mulch of leaves off the 
perennials. 

SALESMAN—We in the store are glad it’s springtime, 
for that is the busy time of year in the shoe department. 
Have you any preference as to what you would like me 
to show you first? 

CusToMER—I hardly know what I want. I’d like to 
see some of your new low shoes. 

SALESMAN—( Visiting stock shelving and returning 
with a half-dozen new styles in his arms and presenting 
them to customer.) We are proud of the beautiful 
spring shoes in our stock. There has never been a time 
when the designs and colorings were as attractive as now. 
These I am showing first will bring to your attention 
the season’s leading leathers in the most favored shades. 
(Presents each slipper and tie with a definite word of 
comment upon its outstanding style feature.) 
Customer—(Inspects each style slowly and unemo- 


e hee customer, met at the entrance of the depart- tionally, then puts it down on the settee beside her until 

























ment by the salesman, starts to follow him as he she has looked at them all. Then she assumes a more 
leads her toward a settee. She moves deliberately, relaxed position and allows the salesman to try on a 
walking a bit more slowly than he, though he sets a by patent leather pump with large, fine cut-steel buckle. 
no means rapid pace. When he reaches the settee and 
turns about, he discovers that she has stopped at a dis- 
play case half way down the aisle and is glancing at a 
slipper she has picked up. Now she lays it down again 
and resumes her course to the settee where he awaits 
her, her pace apparently not one whit accelerated. On 
reaching her journey’s end she sits down quietly and 
takes a moment to settle herself comfortably before she 
extends her foot for the salesman to remove the shoe 
she is wearing and begin his service. 
SALESMAN—(Removing and inspecting shoe rather 
slowly and deliberately, taking his cue from the slow 
and deliberate manner of the customer. This is no 
nervous type. Quite the contrary! The salesman will 
time his speed of conversation and action with her speed. 
At this stage of the transaction there is no great gain 
in starting to talk business. Might as well talk about 
the weather for a moment, or any other incidental sub- 
ject.) Everybody seems glad today that the weather is 
so springlike. Much different from yesterday. I notice 
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ustomer 
SLOW «od DELIBERATE 


She regards it from all angles, taking plenty of time 
to move her foot into every imaginable position and to 
stand up and step forward and backward to test the 
feel of the shoe on her foot. Her comment is rather 
indefinite.) You might next try on that patent pump 
with the four narrow straps and the slashes on the in- 
step. (This the salesman slips on, then all the rest in 
turn, but does not elicit any comment that commits the 
customer to a definite approval of any of the styles. 
She seems to be enjoying herself.) I don’t know 
whether I like this or not. (Bends forward for closer 
observation, then turns and picks up from the settee a 
light colored kid strap pump and scrutinizes it slowly 
and in silence, at length laying it down.) These light 
shades—I’ve seen so many of them. Patent leather— 
must it be patent if it isn’t some light shade? What 
else is there that is fashionable this season? 
SALESMAN—Almost everything you cau inagine, 
madam. Never before was there such variety. It seems 
as though the makers are offering evrything from white 
to black. If you don’t care for light colors and are 
tired of patent leather, you still have considerable choice 
from several materials, in an almost endless number of 
shadings, in many patterns. Perhaps I may be of help. 
Tell me—what sort of footwear interests you today, and 
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what is the color of the costume you are going to wear it 
with? 

CusToMER—I shall probably wear my new shoes with 
a French tan suit. That means afternoon pumps, 
doesn’t it? 

SALESMAN—Pumps, and certainly in a color, 1 should 
say. I wonder if I may make a suggestion? Let me 
bring you another shoe or two. (Goes to stock shelv- 
ing for several examples of current styles in ooze finish 
leathers in different shades of brown.) I would say 
offhand that the correct fashion would be a shoe in 
some shade of brown. These will show some of the 
colorings and hint at the assortment of patterns. (Pre- 
sents the second lot of styles slowly, quietly, undramatic- 
ally, commenting briefly on each.) First about the color. 
If you do not want black, but nevertheless desire a 
dark color, here is a deep brown shade of ooze calfskin, 
which has* the advantage of being distinctly different 
in finish from the shiny luster of the patent leather you 
have been wearing. At the other extreme you will find 
a series of light shades, also with a deep nappy finish 
such as this one. In between these two extremes, almost 
any shade of brown is desirable, if it pleases your fancy 
and if it harmonizes with the color of your costume. 
For instance, notice this pump in tobacco brown, one of 
the darker effects, and this sunburn beige, a lighter 
shade. 

CustomMEr—I’m not keen about buying a very light 
shade. Don’t you think this beige is too light? 
[TURN TO PAGE 48, PLEASE] 
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Tie Bull Ring O pens 


Trading Starts on New York Hide Exchange 


EW YORK, June 4, 
10.25 a. m.; in a new 
building on Cedar 


Street, a block or two away 
from the famous Wall Street, 
the New York Hide Ex- 
change, Inc., was packed to 
the doors with traders, spec- 
tators and officials of the in- 
dustry—the centerpiece a big 
ring, nicknamed the “Bull 
Ring” by one observing tanner 
even before the bellow of 
prices from floor traders on a 
single future was heard. 
President Milton R. Kat- 
zenberg steps into the ring and 
tells what it is all about, 
clearly and distinctly. Then 
—bang, goes the gong at 
10.30. The first trade, a fu- 
ture for August—then give 


MILTON R. KATZENBERG 


President, New York Hide Exchange 


and take of quotations—all 
the whirr of a commodity ex- 
change, yells and prices, the 
big brass calendar pad on the 
official rostrum turns a leaf— 
September. The monitor re- 
peats a price, a new month is 
on. The gong rings, a sale is 
made and the price goes up on 
the quotation board, where 
two boys on their narrow 
bridge, heads equipped with 
phones, chalk up the prices as 
the sales are made. 

The wheels of the first hide 
exchange in the world are 
turning; new industrial his- 
tory is being made, for this 
exchange is not only for New 
York, or for the United States, 
but is an open market for all 
the world. 
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Trading hours on the new exchange are from 10.30 
a. m. to 3 p. m. except on Saturday when the exchange 
closes at noon. The trading unit is 40,000 pounds of 
hides and price changes are registered in multiples of one 
one-hundredth of a cent a pound. Contracts are for the 
delivery of wet salted hides of any of the following 
grades at the seller’s option, at any time the seller elects 
within the month specified in the contract: Frigorifico 
(B. A. and La Plata), Packer and Packer types. Specifi- 
cations of these grades are contained in the exchange by- 
laws. There are price differentials for grades, month 
of take off and other factors. Delivery points are New 
York and Chicago. 


HE function of the exchange and its method of 
operation were explained by Mr. Katzenberg in his 
opening address. He said: 

“For many years members of our industry have 
planned and hoped for an Exchange such as this to 
afford to the world a free and open market. After 
months of laborious work we have built the machinery 
that will permit such a market to function. Surely no 
industry ever needed this opportunity more than ours. 
Hides have been the subject of violent price fluctuations 
from time immemorial. Trading in futures will not 
only permit hedging operations by producer, dealer and 
consumer, but through the concentration of opposing 
forces of opinion will cushion price changes and thus 
stabilize our entire industry. There will thus be estab- 
lished a basis for easier financing, and for safer trading. 

“Leaders of the industry are convinced that the found- 
ing of this Exchange will prove to be the most con- 
structive step ever taken in the industry. 
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“We call our institution the New York Hide Ex- 
change, Inc., but it is international in character and 
purpose, as it is the only hide exchange in the world. 
Trading on the Exchange will be international in scope 
not only in respect to traders, but in respect to the 
product dealt in. 

“It may not be amiss to say a word with respect to the 
machinery of the Exchange. Trades on the Exchange 
are cleared through the New York Hide Clearing Asso- 
ciation, Inc., an organization which assumes the obliga- 
tions of traders on the floor of the Exchange and which 
furnishes a financial stability which has never in the 
history of any commodity exchange broken down. 
in a seller's 


“It must be remembered that we deal 


option contract. Prices on the Exchange are quoted 
with respect to a basis grade which is the take-off of 
the months of July, August or September, being the 
best months of take-off. With respect therefore to the 
outside market, Exchange quotations may, at first glance, 
appear to be excessive. This will be particularly true 
when the outside market is dealing in take-offs of any 
months other than July, August or September, since the 
outside market will then be quoting a discount price as 
against the Exchange basis grade. It should not be 
forgotten, however, that while take-offs of other months 
are tenderable upon an Exchange contract, the seller 
who tenders such take-offs will give the buyer the 
normal price discount from the price quoted upon the 
basis grade as provided in the Exchange By-Laws. In 
short, the Exchange in offering a seller’s option con- 


tract, permits deliveries of any hides filling the specifica- 
tions provided and fixes the liquidation price of the 


contract according to the hides tendered.” 


The Quotation Board 


eck ad, OEE 

















BOOT AND SHOE RECORDER 


Blue Shoes for Men 


Interest Pacific Northwest 


June 8, 1929 





Large eAttendance at Portland (onvention Shows Interest 


tion to blacks and browns. This announcement, 

made at the opening session of the Pacific 
Northwest Shoe Retailers’ convention at Portland, 
Oregon, on Monday, June 3, was without question the 
most talked of incident of the day. The dark blue 
bomb shell, which may lead to one of the most revolu- 
tionary developments in men’s footwear, was thrown 
before the convention by Ernest A. Burrill, of the 
Men’s Campaign, who spoke with authority invested 
in him by Jesse Adler of the N. S. R. A. men’s style 
committee, and Gordon McNeil of the general styles 
committee. 

Mr. Burrill backed up his suggestion by a sample 
shoe, which went the rounds of the two hundred attend- 
ing the opening luncheon session. He also had official 
letters from numerous units of the clothing and fur- 
nishing industry to back up the soundness of his sug- 
gestions. 

The convention opened Monday noon with attendance 
of retailers from several of the northwestern States, 
more than two hundred participating in the opening 
luncheon. 

President Will A. Knight, beloved president of the 
association, was accorded an ovation when he was in- 
troduced by the chairman of the convention, William H. 
Harbke. Mayor George L. Baker of Portland, delivered 
the welcome. Telegrams of greeting were read from 
the California Association and from many prominent 
retailers and manufacturers. President A. H. Geuting 
of the N. S. R. A., who had planned to attend, was 
unable to come but sent a masterful letter, which was 
read to the convention by Ernest A. Burrill. 


Dx blue shoes for men, a third color, in addi- 


| his letter Mr, Geuting made a strong plea for the 
adoption of efficient merchandising methods by the 
entire trade, and the placing of the retail shoe business 
upon a profitable basis. This idea, he carried further 
when he said: 

“The N. S. R. A. believes in a united industry; it is 
just as keenly interested in the net profits of the tanning 
and manufacturing businesses as in the retailing.. We, 
as an industry, are one and we should be organized for 


in Style and —Merchandising Ideas 








one common purpose—to furnish the American people 
with the best shoes on earth at the least possible cost. 
Nevertheless, we must make a return to the industry of 
net profit that will be commensurate with the efforts we 
put into it, and the investment it takes.” 

The next speaker, Mr. Burrill, educational advisor of 
the N. S. R. A. and in charge of the Men’s Campaign. 
He reviewed N. S. R. A. activities of the past year in 
educational lines, told of the Men’s Campaign, and the 
friendly attitude toward it from the clothing industry, 
and then set the convention aflame with his spectactular 
presentation of the blue shoe idea. 


THER speakers at the Monday noon session were 

Secretary F. A. Rittigstein of the California Re- 
tailers’ Association and Wm. J. Ahearn, editor of the 
Coast Shoe Reporter. 

Vice-President Joseph P. Kohls presided at the 
Tuesday morning educational session. The first speaker 
was Lee B. Jamison of the Pacific Air Transport on 
developing phases of aviation. The N. S. R. A. educa- 
tional moving picture, “Your Share of Pairs,” was next 
shown. Followiing this Mr. Burrill conducted an interise 
open forum built around the complete figures of two 
successful shoe stores. Again the blue shoe thought 
came into the picture, showing the real enthusiasm of 
the convention for the idea. An excellent window trim- 
ming demonstration was given by Esald R. Schmidt, 
Horace Teuber, W. Earl Huffman and Oscar Holman. 

A golf tournament occupied the attention of the men 
on Tuesday afternoon and a theater party for the 
ladies and a smoker for the men in the evening. 

On Wednesday morning Vice-President David M. 
Graham presided over a sales promotion forum, with 
the following speakers: “Successful Principles and 
Practice in Merchandising,” by J. V. Hopkins; “Radio 
Advertising,” by Charles Chatterton; “Newspaper Ad- 
vertising,” by Walter May, and “Direct Mail Advertis- 
ing,” by Henry Hayek. The final joint banquet took 
place on Wednesday evening, and the convention hos- 
pitality, so outstanding throughout the week, was com- 
pleted by taking the entire party up the Columbia High- 
way to Mount Hood. 
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Junking Summer ‘Profs 


[CONTINUED FROM PAGE 33] 


stock more shoes than we can sell. We have to sell them 
at a loss or go busted. We admit by this sale that we 
get too much money for our shoes five months of the 
year. Last month we asked you to pay $13.50 for a 
shoe that we are now eager to sell at $8.75.” 

“Butchered to make a Roman Holiday. It is clear- 
ance sale time, according to the calendar. Just because 
it is the 8th month of the year we are slaughtering sea- 
sonable goods.” 

“We would like to go on doing business in a sane, 
healthy, business-like manner but we cannot. That 
sonofagun down the street is starting a sale. We have 
to ape him.” 

Sounds crazy does it not? Well, the man on the 


side lines gets the impression from the sales ads that 
the shoe business is like that. Suppose that some matter- 
of-fact, hard-boiled chap asked you why you were hav- 
ing a sale and you answered that it was vacation time 
and everybody was out of town. He would, likely, 
answer you thus: “Like H— they are. It took me half 
an hour to find a parking space this morning.” 

If it were a woman who asked the question and you 
told her the sale was being held because of style changes, 
overstock, dull season, halitosis, farm relief, or other 
excuse she might smile and nod. In the back of her 
head the thought would occur: “What a poor merchant 
this man is, to be sure. The same old story, year after 
year.” 


an te Dione 


[CONTINUED FORM PAGE 35] 


odd colors. The little shoemakers couldn’t dig up these 
materials themselves, and often couldn’t finance their 
purchases. Delman did it for them. Then first one and 
then another would ask him to finance their payrolls. 
Finally Delman came to the realization that he had shoul- 
dered practically all of the responsibilities of a factory 
without actually owning one. Why not start his own 
factory, he thought? He did. 

He started first with a few shoemakers which he put 
in a room above his store. The room had a large window 
facing the street and the sight of shoemakers working 
on these fine shoes proved to be an attraction. He still 
keeps a few shoemakers at work in this room, although 
he has established an outside factory and is now moving 
it into the recently completed Allied Arts Building, 
where an entire floor with daylight on all four sides 
will be devoted to the Delman business. He is now mak- 
ing shoes for other stores throughout the country in 
addition to supplying his own New York store and his 
new store in Palm Beach. 

Delman, himself, attributes his success to his con- 
stant experimenting with new ideas, new materials and 
new patterns and to his innate color sense. He was 
among the first to apply costume principies and concepts 
to shoes. He introduced Boroso shark and other novel 
leathers into shoes and he was among the first to apply 
hand painting, hand-decorated crepes, and the use of 
ground glass into the shoe making craft. He has con- 
stantly worked to find new ways of doing things, new 
uses and types of piping, new ways of lightening shoes 
and still keeping them strong and serviceable, and above 
all of maintaining and developing good fitting qualities. 
The latter is one of his hobbies. In his shop he has 


done a fairly extensive business in custom made shoes 
for abnormal feet, and from this experience has devel- 
oped lasts which are extremely well fitting and at the 
same time embody high style lines. 


The Spanish Influence 


ITH the Barcelona Fair in full swing, and the 

last week in May heralding French Fashion Week, 
many new themes of dress draping and color combina- 
tions will appear in Paris before the August showings. 
This Spanish fair, being a national event, and the court 
holding a certain prominence for fashion, will un- 
doubtedly mean that the Spanish vogue will be taken 
up by the entire fashion world. 

Laces will become more definite and heavy. The 
fitted bodice is already being featured by some of the 
important designers, and Agnes has allowed the Spanish 
influence to dominate her entire presentations. 

With black, red and yellow fast dominating the style 
picture for smart evening wear, and black being im- 
portant in tailored costume with the yellow or red 
blouse, we can readily see that patent leather will have 
its place either in the strip pump or with accents of red 
kid and beige underlays. 

Capucine and orange came into the style picture with 
such a broad side sweep that it will probably remain 
much longer than anticipated because of the Spanish 
influence. Fifth Avenue is showing many black crepe 
frocks with a sweeping drapery around the neck in 
three shades of capucine. Hence, the unadorned pump 
is a safe bet as well as high style. 
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Who is Slow and Deliberate 


SALESMAN—In selecting a color to go with your 
spring suit, I think you are wise to avoid the very light 
shades of parchment and sand; and I feel that the dark 
shades are too dark. That leaves you the choice of 
some middle shade, and in my opinion you can find 
nothing handsomer and more suitable than the sun- 
burn beige. Its fashion correctness is unquestioned. 
You can select it wisely if you like it. 
CustoMer—Perhaps you are right about the color. 
But I am still uncertain about the pattern. Plain pump? 
Gored tongue? Strap? I feel I must not decide too 
quickly. Which shall I most enjoy wearing? I don’t 
know. (Once more handles the three or four slippers 
in the second lot, and gazes musingly off into the dis- 
tance. She is not day-dreaming. Her mind is merely 
slow in reaching its conclusion.) I’m not sure about 
liking that beige in that low-cut, tiny-tongue effect. 
Maybe a strap design would please me better. 
SALESMAN—I don’t want you to buy any style until 
you feel convinced that it is just what you want. So 
far as my experience goes, it is far better to take 
plenty of time to make sure of getting exactly the 
right thing. Then you won't be disappointed later. It 
just occurs to me that I have another slipper which meets 
every one of your requirements precisely. I’m going 


to get it for you, if you will excuse me a moment. - 


(Comes back quickly with slipper and puts it on the foot 
without giving customer an opportunity to handle it at 
all.. He wants her to see at once how it will look when 
she wears it.) Your foot is quite slender and requires 
a light dainty slipper. Here is one with a single narrow 
strap around the ankle, and two narrow front straps 
crossed on the instep. The vamp is the right length. 
The heel has slender lines and is a bit taller than some 
of these others. And the combination of*colors and 
leathers is entirely appropriate to go with your suit—the 
sunburn beige in nappy ooze, and the trimming in a 
dark brown lizard on straps, throat and small appliqued 
design on the side. Here you have the delicacy of 
pattern, the correct color combination, and the novel 
use of two leathers with contrasting finish. 

CustomMer—(Finally convinced by the salesman’s 
presentation.) I must say I like the combination. 
Charge and send it, please. 


Tue Srore’s EpucationaLt Director Says: 


There are several possible reasons why a customer 
-may be slow and deliberate in buying. She may be a 


[CONTINUED FROM PAGE 43] 


slow-thinker, though not stupid, or lazy mentally and 
naturally so, or merely tired yet not to the degree of 
nervousness, or weakened and slowed down from ill- 
ness, or slightly absent-minded, or disinclined or unable 
to concentrate thought upon her buying problem: con- 


tinuously until she has it settled. This type has not 
reached the extreme of the put-it-off or procrastinating 
type. Nor is this a case of being unable to make up 
her mind, for she’ll reach a decision all right, when 
she gets round to it. Nor is this the cautious or skeptical 
or suspicious type which salesmen sometimes find so 
antagonistic. There is in the main really only one annoy- 
ing thing in dealing with this type and that is the slow- 
ness with which the transaction progresses. 

With this customer a sale would be impossible if the 
salesman were to talk and act as he does in handling 


_ the excitable nervous type. The efficient salesman will 


deal with this type in a friendly, interested, patient, calm, 
quiet, deliberate, unhurried manner. The slow, deliber- 
ate type, sometimes sluggish-minded, must be allowed 
to take her time, must not be hurried or harried, must 
must be given no chance to feel that anyone is urging 
a decision. Everything in which she shows interest 
must be explained in some detail, logically and slowly, 
so that she comprehends what is said and has oppor- 
tunity to apply the salesman’s talk to her specific inter- 
ests. The salesman will do as much thinking for her 
as he can, trying so to direct her mind that she will think 
right thoughts, then giving her the chance to sell herself. 

The salesman will naturally pay close attention to 
what the customer says, and from her remarks will 
form as accurate an opinion as possible of her needs. 
Beyond this he will have to use every power of observa- 
tion, constantly endeavoring to sense the thought and 
reactions of the customer when he does not find them 
expressed in her words. 

If used skillfully, questions in very limited number 
may bring to light the customer’s interests and the 
standards of values by which she governs her choice of 
merchandise when she buys. 

The efficient salesman can make himself solid with 
this type of customer, if he shows only the merchandise 
of whose suitability for her use he is himself convinced, 
and if he gives her the full benefit of his expert knowl- 
edge of footwear and fitting. 
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FALL 
colors 


Ecvur 
Beechwood 
Whippet 
Tangier 
GoyaRed 
Chocolate Brown 
Prado Brown 
Autumn Green 
Chianti Red 
Nautical Blue 
Antique Purple 
Marron Glace 
Sautern 

Pilot Blue 
Sierra Brown 
Bluegray 
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Shoe illustrated 
through the courtesy of 
The Selby Shoe Co., 
Portsmouth, Ohio 


made of TOLCO LIDO SAND CALF trim and 
alternate vamp strips; TOLCO SUNBURN BEIGPR 
CALF quarter and alternate vamp strips Last 
457, 14/8 Cuban heel. Price $4.65. 


The Eye Opens the Purse 


Merchandise attractive to the eye accelerates sales. 
When backed with quality and courteous store serv- 
ice, such merchandise makes certain a clientele of 
satisfied customers who come back again and again. 


Shoes made of TOLCO Calf meet these two re- 
quirements of desirability and durability; and they 
may be had from many manufacturers who build 
beautiful shoes for dressy wear. 


For the dressy effects in women’s footwear for fall, 
TOLCO’S light weight, its durability and cutting 
area, its fine finish, close grain, and mellow glove- 
like feel, will enhance both their beauty and sala- 
bility. 

TOLCO Calf comes in a range of modish fall colors, 


sure to please the discriminating feminine eye and 


3 Pur ‘abe Bea open the purse for many an extra pair, for no woman 
ever owned enough pairs of shoes. 
» Saree ry | Color swatches on request. 
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A 
TRUE STORY 


about a 


GREAT SHOE 


















ARCH FORM 
Super-Flex Process, Retail $10 


(Cement) 


ARCH FORM 
Littleway Process, Retail $8.50 
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ee 
, ME” said an advertis- 


ing man to a Queen Quality agent recently 









“what is the secret behind the quick suc- 





cess of the new Arch Form?” 






‘The new cupped rubber cushion and the 







MCC 
FMAM y 
~ < y | “They represent the greatest step forward 


mm | H i¢ ) I ) ) new molded arch for proper metatarsal 
\n% y 7 


support” answered the Queen Quality agent. 







in shoe making since ‘left and rights’.” 
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“And this new construction makes it possible for Queen Quality to make a 


feature shoe that is really as beautiful as any high style creation?” 
“That’s right?” 
“Well then, there’s just one thing troubling me.” 


“What's that?” 

“If the old conception of feature shoes retails from $10 to $14, why aren’t 
you entitled to a few dollars extra for your exclusive features and smart styles?” 

“We are entitled to it.” 

“Why don’t you get it then?” 

“Pll tell you why. Queen Quality has deliberately kept this lower price to 
create volume sales and faster turnover— 


“With comfort features that are right— with style right — with the price right— 


the proposition is perfect. And our sales to date reflect it. The new Arch Form is 


the easiest wrap-up proposition I have ever had.” 


To Alert Werchants 


We'd like to go over with you, point by point, the story of the new Arch Form 
shoe. You can hear the story of this shoe that created a furore at the 1929 
N. S. R. A. Convention first hand—and with the shoes before you—if you will 


write or wire direct to the factory or to any branch sales office. 


* 


THOMAS G. PLANT CORPORATION, BOSTON. MASS. 
IN-STOCK CENTERS: BOSTON - ATLANTA 


Chicago Sales Office: 209 So. State Street 
New York Salex Office: 908-910-912 Marbridge Building 





| 
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BUY as you SELL 


And Avoid Frozen Capital in End-Sizes 
The Recorder Stock Record System Helps You Do Just That! 


RECORDER STOCK RECORD system \ 
Lt 
-|ei- 1" o 


100 sheets and 11%” x 13%” loose leaf binder—also 
200 daily inventory sheets or 100 inventory sheets and 
60 Buying order sheets. 





Shoe Carton Ticket< 
50c. per 100; $1.50 for 500; $2.50 for 1000. 
Clips supplied when quantity ordered is 500 or more. 
Postage prepaid—check with order please. 











if 


One hour a week 
keeps your rec- 
ords complete. 


Every sale and 
purchase re- 
corded. 


Visible daily 
turnover and 
sales report. 


Send for your 
copy today; it 
will prove an in- 
valuable aid in 
keeping you ac- 
curately in- 
formed from day 
to day. 

















Stock Record Book, with 4 Inventory 
Pads (or 2 Inventory Pads, and 2 
Buying Order Pads) and 1000 Car- 
ton tickets with clips:— 


$9.00 


West of Denver, $8.50 
Canada and Foreign, $9.25 
Above, not including 
CARTON TICKETS, $5.50 
West of Denver, $6.00 
Canada and Foreign, $6.50 


Postage Prepaid—Check with order, please 











MERCHANTS SERVICE DEPARTMENT 


Boot and Shoe Recorder 


189 WEST MADISON STREET 
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Mother: “Hurry, Johnny, or you'll be 
late for school.” 


Johnny: “I can’t help it, mother, my 
shoe lace broke.” 








It Happens Too Often 


The shoe lace is a modest item, but it 
can be an annoyance to mothers. 
Irritation turns easily to resentment 
against the store that sold these shoes 
on the basis of quality but forgot that 
quality laces make the sale entirely 
satisfactory. 


When you specify any lace made by 
this company you give the utmost in 
strength and style. 


The line presents a complete range of 
glazed, soft-finished and mercerized 
laces. The famous Matson Fabric Tip 


is an exclusive process controlled by us. 


“The Lace is the Last Link of Quality” 


Shoe Lace Company, Ltd. 
610 MANTON AVE., PROVIDENCE, R. I. 
MANUFACTURERS 
ACE PONAGANSETT ALGONQUIN 
Shoe Laces 






















The most remarkable 
Foot Remedy in existence! 


Here is the most ex- 
traordinary remedy for 
tired, aching, sore or burn: 
ing feet ever produced— 
Dr. Scholl’s Foot Balm. 

You are constantly meeting 
customers complaining about 
their feet. Every such complaint 
can be turned to profit by pushing 
this worthy product. Every time you 
sell Dr. Scholl’s Foot Balm to a foot 
sufferer, you make a friend, for you 
are doing a real service for that per- 
son. And the shoes you sell will give 
greater comfort through the use of 
Dr. Scholl’s Foot Balm. 

Keep it displayed on your counter 
—+show it in your window—push it at 
every opportunity—and you will have 
a surprisingly large sale for it. 


Dt Scholls | £2 
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Have you our novel, attractive counter dis- 
play carton on Dr. Scholl’s Foot Balm? We will 
gladly mail it to you free on receipt of request. 





oe 


June 8, 1929 








g 
A revelation 
to everyone! e 
SE OO Foot Pains 
comfortable in a jiffy! —a bad influence on héaith 

Soothes, cools, rests Osx, heat penalty hound py for tind ep 

feet e magic! ort. Not the ma ay a ene eee Saeae 
teats tor ipoesnpenfercee 


Siete gee es 
Bn oh ar pa Sree 
could easily be avoided. 
fog aetna 
vce ng sm fo mt peasant tae 
longer excuse for anyone to endure so as 
Getiken ket foot discomfort.” 


the most 
—By WM. M. SCHOLL, M.D. 




















Millions of people owe their foot happiness to them. 


pn digg Smee drug, shoe and department 
of these stores maintain a le 













Dr. Scholl's 
Foot Balm is 
advertised 
every month 
in the year 
in THE 
SATURDAY 
EVENING 
POST 
hededinetencak ot tae aeetentaes tos oan 
scale Rosia, the, They grutly asian the eech to soreasl by 
Sad "Were to nay chee’ Scivctbraly bud se ecding shoe 
and dept. stores, $3.50 to $15 per peir 

Write for er fo — 


Foot Comfort Appliances and Remedies 














THE SCHOLL MFG. CO., Inc. 


Largest Manufacturers of Foot Specialties in the World 


213 W. Schiller St., 62 W. 14th St., 112 Adelaide St. E., 
Chicago 


New York Toronto 
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on the 


News of the Shoe Travelers 


Edited by HELEN M. HANEY 








Misfitted Shoes, Curse of Business 


By CHARLES F. GOLLER, General Style, Quality Man, 
and Leather Buyer for Selz, Schwab & Co., Chicago. 


The curse of the shoe business is in misfitting shoes. 
Be careful of those widths and lengths. 
But first the retail shoe merchant should attract the 


man buyer by shoes that suit his eye. 


are, therefore,.important. 


Window displays 


A man expects a shoe to give reasonable wear, and at 
the same time to be comfortable. 
A man will invariably buy a shoe much more often 








from a salesman in whom he has confidence. When a 
salesman secures the confidence of the customer, he makes 
him a many-times’ “repeat.” 

A mam likes to know why the last pair of shoes he 
bought in some other store were not, perhaps, comfortable. 
He likes to have his questions as to foot structure, shoe 
materials, and shoe construction, answered intelligently 
by the retail shoe salesman. 

The sport shoe demand should be encouraged, for it 
means the sale of another pair of shoes to the same cus- 
tomer—one for every-day; or for practical sports wear. 
It is easy for the retail shoe salesman who knows “the 
game” to sell a sports shoe customer another pair of 
“dress-up” or staple shoes, for more formal wear. 

Let’s capitalize on the “sport shoe craze.” It has come 
to the merchants almost of itself, and with the increased 
leisure time which the public has found in which to play, 
will be with us for a long while to come. So let’s sell 
more sport shoes, and more shoes also for work, business, 








and dress! 








HESTER A. WOODBINE, who is 
special representative for Thos. D. 
Mackey Co. in New York and the East, 
with New York office at 845-47-49 Mar- 
bridge Building, made a trip to the 
R. H. White Co.’s shoe department, Bos- 
ton, recently, where he sold, among 
other numbers, a line of his ombre kid 
and silk crepe shoes. He reports a 
fine spring business, and said that his 
factory was now turning out early fall 
numbers. He also said that he believed 
browns, as well as blacks, would be big 
sellers. In the black “family,” he men- 
tioned particularly mat and glazed kid. 
Two and three eyelet ties and step-ins 
will be among the best moving patterns 
for fall, he stated. In his lines, the 
19/8 heel is a popular height 





J. NEWBERG, Indiana past 

* president, is still pushing the 
Kinder Garten Children’s Shoes from 
Chicago. Wilbur’s summer address in a 
few weeks will be Winona Lake. 





OY SALMON is now traveling the 

paved roads of Michigan with the 
line of Shoe Specialty Shoe Co. of St. 
Louis, Mo. 





C E. McCOY, for ten years represen- 
« tative for The Red Wing Shoe Co. 
in Colorado, Utah and Wyoming, has 
retired from the road. “Dad” McCoy, 
as he was endearingly known to many 
retail shoe merchants and shoe travel- 
ers “Out Where the West Begins,” is 
spoenetee by F. O. Beroset, of Kansas 
ity. 


ACIFIC North- 
west Shoe Trav- 
elers were promi- 
nent at the big 
Portland, Ore., re- 
tail merchants’ con- 
vention of June 3- 
5. Willis B. Har- 
greaves was chair- 
man of publicity. 
Representatives of 
many firms of lead- 
ing shoe manufac- 
turers showed their 
lines, and report a 
good business. 
President Will A. Knight, president of 
the Pacific Northwest Shoe Retailers’ 
Association, stated just prior to the 
“get together”: 

“The advantages of the convention 
as an ‘annual market place’ in which 
the retailer may inspect the offerings 
of all the manufacturers are perfectly 
obvious. And the inanimate shoes are 
by no means all that the retailer meets 
in these sample rooms. He meets also 
the manufacturers’ representatives— 
the shoe travelers—and I do not be- 
lieve there is a finer set of men to be 
found anywhere in American business. 
In my own case, I know that in such 
contacts as these I have developed some 
of the best friendships of a lifetime. I 
have found that such friendships can 
be not only warm personal friendships 
but also valuable friendships in a busi- 
ness way. 


Willis B. Hargreaves 


Good Contact Men 


“From the very nature of their 
work, these shoe travelers are con- 
stantly in contact with the latest de- 
velopments of every kind everywhere. 
They are in different shoe stores every 
day. Far better than any retailer, they 
have constant opportunity to observe 
what kinds of merchandise are selling, 
Far better than the retailer who is oc-' 
cupied in his own store, they have op- 
portunities for observing new tricks, 
methods or ideas for gelling shoes. 
Every shoe retailer who attends our 
convention will meet shoe travelers who 
do not call on him at his store—he will 
meet some who never go to his city or 
town. These new acquaintances are 
valuable. 





| Diag rea BAUER, formerly shoe buyer 
for B. Altman & Co., New York, 
is in charge of the selling and styling 
for his own firm. He recently became 
associated with D’Angelo. maker of 
bench-made foootwear. The name of 
the firm is, D’Angelo-Bauer Corpora- 
tion, 53 Fast 8th Street, New York. 
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REG. U.S. PAT. OFFICE 


THE RUSH HOUR— 


—you ll have plenty of them this month; whether your store 
is in the business section or in the residential zone. This month will 


demonstrate that the outstanding sellers of the season are reaueth Santale, 
@ Your rush hours will be crowded with sales of these beautiful 


hand-woven shoes and we are doing you a service as we urge you 


to prepare yourself NOW for the demand. 
q Deaumith, Sandale, have a distinctively individual appeal 


to women, not alone because they are so different from 
all other shoes in character, but also because they 
complement many a costume, either by harmo- 
nious blend or by attractive contrast. 


@ Although every day this month will 
have eight rush hours and more 
for us, we can serve you well 
from stock if your order is 


placed early. 


Insist on the genuine which is 
registered for your protec- 
tion and exclusive selling 





GOLO SLIPPER COMPANY 


129 DUANE STREET NEW YORK 
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RRIN OD. 
MORSE, who 
for several years 
represented the 
Ault - Williamson 
Shoe Co. in South- 
ern California, has 
recently taken over 
the Ault-Shackford 
welt line in that 
territory, in addi- 
tion to the Ault- 
Williamson line of 
turns. The West- 
ern Division head- 
quarters of this 
house are at 416 North Twelfth Street, 
St. Louis, Mo. Mr. Morse’s picture was 
recently presented in one of the leading 
trade papers of the Westernmost Coast, 
under the caption of “Prominent Pa- 
cific Coast Shoe Travelers.” Photos of 
other Pacific Coast salesmen on this 
page were: K. A. (Abe) Burnell, repre- 
senting the Independent Shoe Manufac- 
turers, St. Louis; W. B. Hathaway, 
representing the Johns-Tilt Shoe Co., 
Los Angeles; Harry A. Nagel, Miller 
Rubber Co. of Akron; Charles A. Price, 
with Leon Weil, Inc., Parisienne Jew- 
elry Mfg. Co., and Kassel-Shaff, Inc., 
New York. 


Orrin D. Morse 


ALDO M. OAKMAN, who repre- 

sents Alden, Walker & Wilde, 
Inc., in a wide range of territory, left 
Boston recently for his regular trip. 
Mr. Oakman starts in at Chicago and 
goes to the Northwest, covering t”* 
Middle West and the Pacific Coxst, 
and then jumps down South, covering 
parts of that section. We do not want 
to estimate just how many trips Oakey 
has made the country-over but from 
the “pep” he displays on this particular 
trip, it might well be his very first. 
He is most enthusiastic on his regular, 
as well as on the specialty line of the 
Alden, Walker & Wilde firm, known 
as “The Men’s Matrix” shoe. Joe 
Warrender, George L. Starks, Geo. 
Manson, and Ernest Rankin, are 
among the other good boosters for this 
house. 


L. RASH, one of the old timers 
e« around Indiana, selis the Miller- 
Clermont high style women’s footwear. 


HE may not ex- 
actly be mak- 
ing the “wilderness 
to blossom like the 
rose,” but Jack Al- 
legan is building 
up some real shoe 
business in 
“Egypt,” as South- 
ern Illinois is often 
called, for the Bob 
Smart Shoe Co., 
Milwaukee, which 
sterling concern 
Mr. Allegan has 
represented since 
January 1, following an extended con- 
nection with Selz, Schwab & Co., Chi- 
cago. Jack declares that those “past- 
the-minute” patterns and color combi- 
nations devised by James Webster Mc- 
Hen at the “Smart” headquarters 
constitute “just what the doctor or- 
dered” for the trade within a two hun- 
dred miles radius of Murphysboro. 


Jack Allegan 


DWARD J. MACKLIN, who, for 

twelve years, has covered the coun- 
try for several high-grade houses, spe- 
cializing on foot health shoes, radio 
talker on foot health, and expert on 
shoe fitting, is now connected with the 
Fink Shoe Co., Inc., of Brooklyn, and 
is in charge of the promotion of this 
concern’s Physical Culture line; Mr. 
Macklin says that he is having splendid 
success in his new venture. 


Marshall Nazro who 

represents the Thomp~ 

son Bros. Shoe Co.'s 

line on the Pacific 
Coast. 


PRANK LARKIN, president of the 
N. S. T. A. and secretary of the 
Freeman Shoe Mfg. Co., was awarded 
the attendance prize of an airplane 
triz, at a recent monthly meeting of the 
Wisconsin Shoe Travelers’ Association. 
Mr. Vogel delivered an instructive talk 
on the new Compo process cf shoe man- 
ufacturing He illustrate his talk 
with models from his owi. “avtory dem- 
onstrating his points. Tne members 
the Wisconsin association demonstrated 
their salesmanship by enrolling Mr. 
Vogel as a member of the travelers’ live 
organization in Wisconsin. 


O W. LAUNER, former president of 
¢ the Southern California National 
Shoe Travelers’ Association, represents 
Johansen Bros. Shoe Co. of St. Louis, 
on the Pacific Coast, with headquarters 
at the Hayward Hotel, Los Angeles. 


Ga GREGORY, special sales- 
man and stylist as well as stock- 
holder and a director of the P. Sullivan 
Shoe Co., has resolved that in the fu- 
ture he is going to combine business 
with pleasure, and if business inter- 
feres with his pleasure, he is going to 


cut out business, he says. Mr. Gregory 
has a daughter in South Pasadena, and 
another one in Madison, N. J., both 
married and nicely settled, and so Mrs. 
Gregory and he feel that they are en- 
titled to more pleasure the rest of their 
lives than work, and want to spend 
more time with their girls; they have 
decided to live in South Pasadena every 
winter and in Madison every summer. 
On April 1 they sailed by the steamer 
California of the Panama Pacific Line 
to Los Angeles, via the Panama Canal. 
In Los Angeles Mr. Gregory will at- 
tend to the Pacific Coast trade for the 
P. Sullivan Shoe Co. and will also open 
an office and salesroom there; perhaps 
later he will travel more of the Coast 
cities, but for the present he intends to 
concentrate on California. In the 
meantime, Mr. Gregory says that as he 
wants to keep posted on matters in the 
shoe world, he “must have the RECORDER 
or else be surely lost,” and has asked 
that the RECORDER be sent to him weekly 
at South Pasadena. 


BOOT AND SHOE RECORDER 


HEN a sales 

manager is 
willing to lose a bet 
to a salesman just 
to humor him, 
that’s some sales 
manager. "Tenny- 
rate, that’s what 
Sales Manager 
Fred W. Moritz, 
with Harsh & 
Chapline Shoe Co., 
Milwaukee, has 
risked with T. J. 
Newkirk, who is 
beginning to cover 
Northern Texas with “Lion Brand” and 
“Harshline” samples. Fred Moritz is 
an ardent Milwaukeean and says that 
since national legislation has more or 
less interfered during recent years with 
that which “made Milwaukee famous,” 
that what could be a sweeter successor 
in promoting Milwaukee’s fame than 
Harsh-Chapline shoes. 

And listen to Fred talk about T. J. 
Newkirk: “I tell you that boy has ev- 
erything—he’s a regular Babe Ruth. 
He tells me that all he has to do to 
make his automobile run is to feed it 
gas, and that all he has to do to do a lot 
of scratching is to show ’em this sea- 
son’s samples and prices. So I expect 
‘T. J.’ is due to collect that little bet I 
was dumb enough to be drawn into.” 


T. J. Newkirk 


OBERT LAHEY, veteran shoe trav- 
eler, for the last five years with the 
Clinton Shoe Mfg. Co., was recently ap- 
pointed the representative of The Fie- 
brich-Fox-Hilker Shoe Co., Racine, 
Wis., manufacturers of men’s high 
grade welts, in Illinois and Indiana. 


UGENE B. SLOCUM, one of the 

live wires of shoe-selling in the 
Central West, formerly with the 
“Scheiffele’ branch of The United 
States Shoe Co., Cincinnati, has recent- 
ly been appointed “Ambassador Extraor- 
dinary” throughout the Middle West 
for LaLonde & Clarke, Inc., Kochester, 
N. Y. Mr. Slocum will distribute the 
Rochester product from Detroit to Kan- 
- City and from St. Louis to the Twin 

ities. 


OHN D. FER- 

RIS is San 
Francisco manager 
of the local foot- 
wear branch of the 
United States Rub- 
ber Co. He was 
formerly a New 
England man, but 
went to Reno, Nev., 
in 1908, to manage 
a footwear depart- 
ment. In 1914, he 
took a road job to 
represent the 
United States Rub- 
ber Co., with which concern he has 
since remained. He later went to San 
Francisco as manager of the footwear 
department, and then to Sacramento as 
branch manager. His next move was 
to Spokane as branch manager. In 
1927, he was transferred to Portland in 
the same capacity, and was recently 
brought back to his many friends in 
The Golden Gate City to take charge of 
the office at that point. 


John D. Ferris 
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ala pavements, escalators, 
stairways, pullman steps, etc., 
are danger spots to slender wood heels 
attached with ordinary attaching 


nails. Safeguard your customers by 
using Alpha Wood Heel Screws. 


Their exceptional holding power 
sets the heels true and rigid, keeping 
them in exact position—gripped to 
the heel seat. Heels attached with 
Alpha Wood Heel Screws cannot 
become loosened or lost. 
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Farsighted retailers 
forestall vain regrets 
by insisting on the 
use of Alpha Wood 
Heel Screws by the 
manufacturer. An 
important little detail 
that will safeguard 
your customer and 


help create good will 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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H very Sport 


Calls for the 


Right Rubber 


Footwear 


to summer time’s cool streams—no matter by what 

mode of travel your customers go “a-fishing,” they 
want rubber boots. Yes, millions of pairs, in a national 
distribution! All you have to do is to show ’em—surrounded 
by the right atmosphere—just to prove to the public that 
you know its requirements as to rods, and reels, and bait, 
and fishing equipment, rubber boots, included. President 
Herbert Hoover headed the rubber booted fishermen’s pro- 
cession to the fishing grounds last March. All through 
the spring months, and right into this month, the big parade 
of Izaak Waltons has moved on, fast and furiously, with 
more enthusiasts expected to join the ranks during July, 
August, and September. Sporting goods houses have been 
“cashing in,” this season, on the national demand for rubber 
boots for fishing. The reason is obvious: President Hoover 
has acclaimed fishing as one of his favorite sports, and has 
thus led the way for the sale of more rubber boots. The 
entire family is taking part in fishing excursions to the 
lakes and rivers this year, all shod in rubber boots—some 
knee, some medium, and some hip models as the occasion 
may dictate. The Boy Scouts long since incorporated rubber 
boots as a part of their outdoor “kit,” while women of 
fashion, film stars, included, have taken up the fishing 
fad, rubber booted, with a zest. 


W oe they fly, motor, take the train, or walk, 


O, get out your rubber boot stock at once—‘“rig up” 

a special fishing window—provided you have not already 
done so, and make a “clean-up.” One of the reasons why 
sporting goods houses sell so many high-grade rubber boots 
and other items of rubberwear to the public—business that 
the retail shoe merchant can have if he so chooses—is be- 
cause each of his salesmen is enthusiastic about the mer- 
chandise. The sporting goods house salesman is a spe- 
‘ialist on each item of merchandise he sells. If he is 
selling rubber boots for fishing, he has had considerable 
skill in the piscatorial art, and knows all of the good fish- 
ing places in a wide range of territory, as well as the kind 
of fish that are thereabout, and what luck others have had 
‘with the rod and line in that very “spog.” He remembers 
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Josephine Dunn, pretty Metro-Goldwyn-Mayer player 
is shown fishing for trout in rubber boots 


that the man, and many women, have never outgrown their 
boy and girl love of fishing. As one good salesman of 
Izaak Walton ideas has well said—‘We never get over the 
fishing fever; it’s a delightful disease and thank the Lord, 
there is no cure.” The public has been trained for many 
a year to purchase its sports’ rubberwear in sporting goods’ 
houses, simply because folk like the counsel of a salesman 
who “knows the game.” It is related by a retail shoe mer- 
chant of the East that he sells many pairs of rubber boots 
for fishing to sportsmen, because he gave this item of 
rubberwear good display and instructed his salesmen to 
talk intelligently about it. 


ALKING points to emphasize in the selling of more 

pairs of rubber boots are: light weight, as well as 
strong and durable, characteristics. For instance, a new 
rubber boot for fishing, with very light weight body, has 
a fine quality felt sole and heel, offering the fisherman 
maximum protection against slippery surfaces of rocks and 
shores. The felt is of an unbleached material; it is securely 
stitched and cemented to the rubber boot bottom, and it is 
claimed wears exceedingly well. It has inside straps and 
loops to fasten below the knee and is made with a half heel 
and corrugated or cleated sole. Still another model is the 
leggin boot, of light weight, designed to wear over the 
shoe, and easily folded into a small package. 


ALK about the good fishing qualities of your fishing 

boots. The sherman can’s be truly happy if his feet are 
not comfortably encased in rubber boots. Rubber boots 
should not chafe at the heel; there should be no uncom- 
fortable “break” at the instep. The “skirt” of the thigh- 
length rubber boot should fit snugly. Pass along the thought 
to customers that rubber boots are as hygienic as leather 
boots, according to a medical authority in the British press. 
This doctor advises those susceptible to rheumatism or 
other ills aggravated by damp feet not to be deterred from 
wearing dry, comfortable, rubber footwear, by the ancient 
claim about rubber “drawing” the feet. 
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IN STOCK — Summer Styles 


You can increase your business with these styles— 
Order today! 


Whites—Woven Leathers—Sport Shoes 
Ready for Immediate Shipment 


“VIRADO” “POLO” 
Sparel Seeesee Special Process 4 le 
Medium oe B-706—Med. Blue Kid... = 

B-500-—wezent Lene, B-128—Nautical Blue Kid $5.25 68-705—Mat Kid 5.00 §-128-Back Kia wihe 

Black Porcupine 4.35 38-130—Brownstone Kid.. 5.00 B-704—Patent Leather... 4. Patent Leather Tongue, 
B-125—Mat Kid 4.85 also Nickel and Jet Buckle.. 5.00 

B-849—Black Satin with 
15/8 Baby Spanish Heel 4.65 


“NORGE” 


“1 VENA” “SPEAR” 


Special 
B-824—White Calf .84.85 Special Process 
B-118—Patent Special Process B-825—White Kid with 


Leather 
with Black Calf Strap.. 4.75 Combination Strap of 
rd Calf Trim $5.25 Special Precess White Tisard Calf "and, Re 


B-949—Bilack Kid, Black bad 
if Trim 4.85 B-134—White Calf White 


M Ca’ 
-252—Patent Leather 
with Black Porcupine 
Calf Tri 


with Blue Lisard Calf 


“CL. ” 
“cuane” ot 
Special Process B-226—wWhite Satin .... 
22/8 Heel B-285—Silver Kid 6 
B-555—White Kid 


B-224—White Satin e 
B-289—Silver Kid 00 Goodyear Welt 


“REGENT” 
8s 1 




















4—Patent Leat oe .* 
i—Rlack Calf 4.35 B-573—Black Satin 4.25 
[O—-White Silk Crepe. 6.00 B-574—Light Black Calf. 4.25 
fi—-Black Silk Crepe. 4.85 B-261—Medium Grey Kid 4.75 








Terms Net 30 days > 
fi cen “SPOOR” 
bh 3 of Tess hy a yy Elk with 
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St. Louis Merchants Report Bigger 


White Business Than Last Year | 


Kid and Linen Leading 
in Early Selling; Patent 


Also Active 


St. Louis, Mo.—White shoes have 
taken their place in the summer sun 
and because of the summer sun’s co- 
operating to the fullest extent. Some 
stores report white shoes leading all 
other materials, and the day before 
Decoration Day was one of the best 
experienced in the past month. 

White kid received the homage of 
the buyers but white linen has taken 
a large share of the white sales, with 
one smart shop reporting their stock 
on linens well depleted. The white 
stocks have been well selected and 
some of the smart merchants antici- 
pated a better than usual season on 
whites. If the season continues with 
the same briskness experienced during 


‘the past week there will be a shortage 


of this merchandise before the end of 
June which would be the ideal con- 
dition desired by every shoe merchant. 

Those stores where figures were 
available report the white business in 
advance of the same period last year. 
In spite of the hot weather and call for 
white shoes comment was heard re- 
garding the demand for patent leather. 
Although not nearly as trent. as 
white, a good share of the day’s busi- 
ness is done on patent leather. 

Colors of every tone and shade still 
find favorable acceptance with biege 
shoes having a definite first call. — 

Snakes are reported as becoming 
weaker as was anticipated with the ad- 
vent of hot weather. 

In a majority of stores merchants 
were dependent on the last few days 
of the month for their showing an in- 
crease in business over the same month 
a year ago. If not an increase at least 
an equal volume of business was looked 
forward to. 


Coleman Closes Out Store 


CANTON, OHIO (UTPS)—Announce- 
ment is made that R. B. Coleman, pro- 
prietor of the Walk-Over Shoe Co., of 
Canton, and a well-known shore re- 
tailer has closed out the business. The 
store was located at 33 South Main 
Street. He will retain his interest in 
a number of retail shoe stores in West 
Virginia, but other plans for the future 
are indefinite. 











Expect White Demand 


PROVIDENCE, R. I. (UTPS)—A sur- 

vey of the shoe styles predicted for 
early summer selling here speaks very, 
very well for whites. Mr. Sentler, 
manager of Morton’s, predicts a 
“phenomenal success” for whites, be- 
lieving retailers will have the best 
white season they’ve ever realized. 
_ Sports shoes are selling very well 
just now with an even greater sale to 
be expected in the near future. Three 
record-breaking hot-weather days have 
already boosted the sale of sports 
shoes. White and black combinations 
seem to lead with tan and elks going a 
close second in the sports line. 





California Retailers 
Forming County Ass’ns 


FULLERTON, CAL.— Acting in con- 
junction with many other districts in 
the State, a county organization of 
shoe merchants will be formed in this 
city on June 20. This movement has 
the endorsement of the California 
State Shoe Association. 

Two preliminary meetings have al- 
ready been held by the Orange County 
shoe merchants, one in Santa Ana and 
one at Anaheim. Both gatherings were 
well attended, so all indications point 
an auspicious start of the new asso- 
ciation. The call for the June 20 meet- 
ing is sponsered by these shoe mer- 
chants: Fred Newcomb, Roy Peterson 
and Robert Schilling, of Santa Ana; 
C. R. Stuckey, Orange; Harry Hunt, 
O. H. Renner and W. H. Locke, of 
Anaheim; W. M. Manning and Fred 
Strauss, of Fullerton. All shoe mer- 
chants in Orange County are invited 
to attend. 


Earl Jacobs Improving 


San ANTONIO, TEx.— Earl Jacobs, 
New Orleans shoe merchant, and at one 
time vice-president of the National 
Shoe Retailers’ Association, is now a 
resident of San Antonio, Tex. For the 
past three and one-half years his ill- 
ness has kept him from active duties. 

He recently bought a bungalow in 
San Antonio, wherein the entire trade 
wishes health and happiness to reside 
also. He returns this week over the 
road by easy stages to New Orleans 
for a visit. 





| decided upon. 


| 








Saunders Heads 
| Philadelphia Group 


PHILADELPHIA, Pa. (UTPS)—At the 
last meeting of the season of the Phila- 


delphia Shoe Retailers’ Association, 
held in the Stetson Shoe Shop last week, 
the following new set of officers were 
elected: President, Samuel Saunders, 
the general manager of the local Stet- 
son Shoe Shop; vice-president, Mr. Gib. 
bon of Baker & Flick in Camden, N. J.; 
treasurer, Albert Forster, of Roxbor- 
ough, Pa.; secretary, Martin B. O’Don. 
nell, who is also associated with Mr. 
Forster. 

The retiring president is Alfred 
Cohen, of the Outlet Store on South 
52nd Street. 

The principal speaker of the evening 
was Cal J. Mensch, secretary and man- 
aging director of the Middle Atlantic 
Shoe Retailers’ Association, who spoke 
at length on the question of. the tariff, 
and how its revision can affect the shoe 
trade generally. 

Mr. Mensch went over the points in 
his contention that hides should come 
in free but that the finished product 
should be taxed, such a state of affairs 
to be most beneficial to American in- 
dustry. 

The points he brought out were that 
free raw material is essential to the 
ey ewe of industry and protection 
of American labor and that as hides 
are a by-product of agriculture, involv- 
ing little labor, and as raw material 
of both shoe and leather industries are 
now, and should be, available free of 
duty since cattle raising as an industry 
is protected by a duty on cattle and an 
additional duty on fresh meat. 





Watkins Remodeling 


Santa ANA, CaL.—A_ remodeling 
program which will completely mod- 
ernize the Watkins Bootery has been 
Work will start about 
July 15 and it is expected that all will 
be completed by Sept. 1. The new front 
plans call for deeper and better win- 
dows, as well as an island shoe case. 
The entire interior and the seating ar- 
rangement will also be improved. 

Schilling’s Shoe Store expects to be 
in brand new quarters on Main Street 
by Sept. 1, so says Robert Schilling. 





New Minneapolis Shop 


MINNEAPOLIS, MINN. (UTPS)—The 
city’s newest footwear store for women 
has been opened at 518 Nicollet Ave- 
nue, and is known as the Nicollet 
Slipper Shop. As special inducement 
for women to visit the shop a $2.50 
flapper doll was offered with each pair 
of $5.85 and $6.85 shoes. Some shoes 
were priced at $4.85. 
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Reptiles for Fall; 
Sandals for Now 


PHILADELPHIA (UTPS) — Retailers 
are beginning to turn some of their at- 
tention Fall-wards, at the same time 
concentrating upon selling the stocks 
that they expect will be in demand 
throughout the summer. 

A foremost retailer said: “Watch the 
reptiles in the fall. They are going to 
be bigger than ever, and advance orders 
from me are going to be heavy. I have 
reference, particularly, to the lizards, 
as made up into high-price, smart shoes 
in black, browns and the usual natural 
ranges peculiar to the lizard. 

“T do not believe,” he went on, “that 
the coarse grained reptile skins will be 
acceptable at all in the fall, and it is a 
very remarkable fact that ail the cheap- 
ening that has gone on in the reptile 
shoe field has not hurt the high-class 
business one bit, since people recognize 
the difference between a lizard shoe be- 
tween $18.50 and $30 and one that re- 
tails for $10. The quality shows up 
more in reptiles than in any other 
leather, and is its own best talking 


nt. 

“In other words,” said this retailer, 
“reptiles have come in to stay. They 
are now staples, and everybody con- 
cerned in trading up should help along 
in keeping up the high standards of fine 
shoe workmanship.” 

As forecast in previous Philadelphia 
notes, the summer business plunged 
right in the minute warm weather 
started, and the stores are doing a 
rushing business in typical summer 
shoes of all sorts, not concentrating 
upon any one thing. 

Sandals are becomi increasingly 
popular, and the embroidered shoes are 
catching on. It is feared, however, in 
the high-class sone. that embroidered 
shoes are being killed off rather early 
by their exploitation in the chain stores, 
which are selling them’ by the hun- 
dreds. The beige linens with neutral 
and pastel embroidery are the big sell- 
ers. 

The pastel colors in fine kids, usually 
arranged with to match, such as 
the ideas exploited by I. Miller in their 
window displays, are coming into their 
own now that warm weather has 
started. Some doubts were felt as to 
the success of expensive colored shoes 
that could not possibly be worn with 
more than one frock, but such ideas are 
being dispelled now that neople are 
asking for them and buying them. 

For street wear, navy has been sell- 
ing very heavily, right through the 
various price ranges, and the punched 
out models—those with the sides orna- 
mented with this unique decoration— 
are excellent sellers. Al! navy blue kid 
is better liked than combinations of 
blue with reptile, just at present. 





Weggenman Remodeling 


Los ANGeLes, CaL. (UTPS)—The 
Weggenman Boo , located at 1110 
Fifth Avenue, San Diego, is undergoing 
extensive alterations to modernize the 
store front. The woodwork is carried 
out in Circassian walnut and the liberal 
use of the French paneled and etched 
mirrors in the window-backs offer a 
very pleasing setting for the showing of 
men’s and boys’ footwear. 


for the New 


Paragraph 1531. (a) Hides and 
skins of cattle of the bovine species 
(except hides and skins of the India 
water buffalo imported to be used in 
the manufacture of rawhide articles), 
raw or uncured, or dried, salted, or 
pickled, 10 per centum ad valorem. 

(b) Leather (except leather pro- 
vided for in sub-paragraph (d) of this 
paragraph), made from hides or skins 
of cattle of the bovine species: 

(1) Sole or belting leather (includ- 
ing offal), rough, partly finished, fin- 
ished, curried, or cut or wholly or 
partly manufactured into outer or in- 
ner soles, blocks, strips, counters, taps, 
box toes, or any forms or shapes suit- 
able for conversion into boots, shoes, 
footwear, or belting, 12% per centum 
ad valorem. 

(2) Leather welting, 12% per 
centum ad valorem. 

(3) Harness, etc., leather. 

(4) Side upper leather (including 
grains and splits), patent leather, and 
leather made from calf or kip skins, 
rough, partly finished, or finished, or 
cut or wholly or partly manufactured 
into uppers, vamps, or any forms or 
shapes suitable for conversion into 
boots, shoes, or footwear, 15 per cent- 
up ad valorem. 

(5) Upholstery, etc., leather. 

(6) Leather for sports, etc. 

(7) All other, rough, partly fin- 









Amendments Approved by the House 


Hawley Tariff Bill 


ished, finished or curried, not specially 
provided for, 15 per centum ad val- 
orem. 

(c) Leather (except leather pro- 
vided for in sub-paragraph (d) of this 
paragraph), made from hides or skins 
of animals (including fish, reptiles, 
and birds, but not including cattle of 
the bovine species), in the rough, in 
the white, crust, or russet, partly fin- 
ished, or finished, 25 per centum ad 
valorem; if imported to be used in the 
manufacture of boots, shoes, or foot- 
wear, or cut or wholly or partly manu- 
factured into uppers, vamps, or any 
forms or shapes suitable for conver- 
sion into boots, shoes, or footwear, 10 
per centum ad valorem. 

(d) Leather of all kinds, grained, 
printed, embossed, ornamented, or dec- 
orated, in any manner or to any extent 
(including leather finished in gold, sil- 
ver, aluminum, or like effects), or by 
any other process (in addition to tan- 
ning) made into fancy leather, or cut 
or wholly or partly manufactured into 
uppers, vamps, or any forms or shapes 
suitable for conversion into boots, 
shoes, or footwear, all the foregoing 
by whatever name known, and to what- 
ever use applied, 30 per centum ad 
valorem. 

Paragraph 1766 (free list). Skins 
of all kinds, raw hides, not specially 
provided for. 








Des Moines Merchants 
Stage “Hospitality Day” 


Des Moines, Iowa (UTPS)—Hospi- 
tality Day, observed by Des Moines 
merchants for the first time recently, 
was entered into by the shoe dealers of 
the city 100 per cent. Cal C. Conner, 
chairman of the trade committee spon- 
soring the event, is head of the shoe 
department of the Utica Clothing store, 
and vice-president of the Des Moines 
Shoe Retailers’ Association. 

He declares he had the biggest two 
days he has experienced in his ten years 
in the shoe business. This statement 
applies both to the number of new cus- 
tomers acquired and the total amount 
of merchandise sold. 

The Junior Chamber of Commerce, 
with a membership of 500 of the 
younger business men of the city, con- 
ceived the idea and had entire charge 
of promotion. Preliminary work lead- 
ing to the united sales days was begun 
four months in advance, but no word 
was given out to the Des Moines public 
until three days before the sale started. 
On that day the plans were broadcast 
and also preliminary news stories be- 
gan. The local paper carried a front 
page spread on the idea in its Sunday 
edition previous to the event to inform 
the state subscribers that Des Moines 
would extend special hospitality on 
that day, but this information was 
withheld in the city editions until later. 
Twelve crews of boosters placed posters 








along the roads leading into the city 








covering 1300 miles in their advance 
publicity tours. 

Advertising was conducted on an ex- 
tensive scale immediately before the 
event with most of the department 
ow using double spread or full page 
ads. 

Mr. Conner advertised a single item, 
a woven imported slipper at $4.70, but 
received top space for it on the double 
spread Utica ad. On Hospitality Day, 
120 pairs of this single item were sold. 

The store was packed from the open- 
ing hour to the closing minute and in 
the shoe department, located on the 
first floor at the rear, the enlarged 
force of salesmen was not given a 
minute’s rest. 

Every merchant in the city was 
pledged to support the day and every 
shoe dealer, who promoted the idea for 
his individual store had an experience 
similar to that of the Hospitality Day 
chairman. The Des Moines Shoe Re- 
tailers’ Association went on record to 
back the event to the limit, 

In a check of the results made with 
garages and hotels, as well as a record 
of licenses visible on the streets set 
aside for parking, it was revealed that 
48 counties were represented by the 
customers flocking to the city that day. 

“Our idea in setting the day at this 
time of the year was to increase our 
trade territory,” Mr. Conner pointed 
out. “There was no idea of a clearance 
sale such as is commonly put on in July. 
Instead, we gave our enlarged trade 
territory notice of seasonable bargains 
available for them as well as the best 
of our regular stock.” 
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A little later than usual, to 
be sure, but the answer—and 
explanation to our trade-—is 
that our factory has been so 
busy getting out Skeezix 
Shoes to fill orders promptly 
. that we were delayed fully 
thirty days in our plans for 
the Fall line of Skeezix Shoes. 


We regret the delay but we 
have no apology to make for 
this splendid business our 
customers have given us on 
“Skeezix.” And we feel sure 
that, when they see the un- 
usually smart Fall models we 
have prepared, our trade will 
be glad they waited until the 
Skeezix representatives called 
with the new line. 


Month by month, Skeezix 
Shoes are more widely sold 
to the children of America. 
We look for a gratifying 
Autumn business. 


LANCASTER SHOE CO. 
ELIZABETHTOWN, PA. 
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Whites Moving Well 
in Boston Stores 


Boston, Mass.— The retail shoe 
trade has been materially stimulated 
by the warm weather of the t week, 
and even with the holiday shown 
gains in m stores over the corre- 
sponding week of last year. All the 
stores have featured and sold many 
white shoes, gage 4 of white kid, 
in straps and ties. Punched patterns 
were well displayed and sold readily. 
Sandals, with woven vamps and quar- 
ters, and some patterns, with weaves 
on vamps, only, are active numbers. 
Women’s sport shoes with rubber soles 
and heels are moving well. Ombre kid, 
in shades of purple and blue, as well 
as ombre silk crepes, shantungs, and 
linens, with kid trims, are among the 
novelty models that are favorites. 
Lizard shoes are having a big run, 
with water snakes a close second. 
Many of the new shoes for women are 
equipped with leather heels in heights 
from 12/8 to 18/8. 


Tribby’s Shop Moving 


PHOENIX, Ariz. (UTPS)—Having 
outgrown its present quarters, Tribby’s 
Smart Footwear Shop, now in the San 
Carlos Hotel building, will move shortly 
to new quarters in the Security build- 
ing, Morris L. Tribby, proprietor, hav- 
ing taken a long se through the 
Heard Investment company of this city. 
The new location has-.a frontage of only 
12 feet but is in the heart of the busi- 
ness section. It has a depth of 74 feet 
with a full basement. e front will 
be rearranged giving the new tenant a 
deep. show window for the display of 
the store’s stock of exclusive women’s 
footwear. 

A branch shop of this concern is lo- 
cated in Prescott, Ariz., on West Gurely 
Avenue. 


Ike Brown Dead 


San Francisco, CAL. (UTPS)—Ike 
Brown, a 65, one of the pioneer mer- 
chants 0: nm, Cal., died suddenly 
at his home, 227 East Lindsay Street, 
a few days ago. He is survived by a 
widow, Fannie Brown, and three chil- 
dren, Mrs. Ettie Wise of Stockton, Lee 
S. Brown of San Francisco, and Joseph 
Brown of San Francisco. 

Mr. Brown owned the shoe store that 
, sone by his name at 312 East Weber 

venue, Stockton. He was well known 
for his charitable and social work and 
was a charter member of the Woodmen 
of the World and a member of the Odd 
Fellows and I. O. B. B. 

Funeral services were held under the 
auspices of the Odd Fellows’ Lodge. 
The I. O. B. B. conducted the rites at 
the Jewish cemetery at French Camp. 








Farris & Joyce Expand 


San BERNARDINO, CaL.—Farris & 
Joyce has just completed an addition 
to their shoe store. Space taken on in 
the rear has been made into an attrac- 
tive men’s department, which has 25 
chairs. “Business is good,” they say, 
and the daily action in their shop 


New Atlas Store 


PorTSMOUTH, OHIO (UTPS)—The 
new Atlas Store, located in one of the 
buildi of the Anderson Bros., Co., 
an exclusive ready-to-wear store, was 
agers recently. The store replaced 
the one — destroyed by fire in the 
Kresge Building about four months 
ago. Henry Atlas, who has been in the 
ready-to-wear and shoe business in 
Portsmouth, is proprietor and mer- 
chandise manager. A large space has 
been given over to the woman’s shoe 
department, which is managed by Mor- 
gan Rowlands, Miss Mada Destocki is 
assistant buyer in the department. 





Manila Shoe Dealer 
Visits St. Louis 


St. Louis, Mo.—It requires 28 days 

for S. R. Hawthorne of the Hamilton- 
Brown Shoe Store, Manila, P. L, to 
come to the shoe market in St. Louis 
to do his footwear buying. He arrived 
in this country on May 8, and after 
spending some time in the East, com- 
pleted his shoe buying in St. Louis be- 
fore returning to the Philippine Islands 
where he operates one of the few ex- 
clusive shoe stores. There are 360,000 
inhabitants on the island with only 
3500 whites. There are two manufac- 
turers who produce shoes in addition 
to a number of small shoemakers who 
produce two or three pairs a week and 
where one may purchase a pair of 
shoes at a very nominal sum. Only a 
small down payment is required, the 
remainder of the bill being paid for 
on a monthly installment plan. 
Other merchandise is sold because of 
the lack of wealth in the Island for 
better grade of ‘merchandise. In ad- 
dition to being a retail shoe merchant, 
Hawthorne is representative for Brown 
nog Company with its Buster Brown 
ine. 


Columbus Trade Showing 


Gains in Volume 


CoLumBus, OHIO (UTPS)—With 
warm weather coming on with a rush, 
following the chilly and rainy days of 
early May, retail shoe business in 
lumbus has taken on a very different 
aspect. Practically all of the down- 
town shoe stores and the shoe sections 
in department stores were busy dur- 
ing the last half of May and early in 
une. 

Colored kids in all shades, but espe- 
cially in tan, beige, blue and in com- 
binations have been the outstanding 
feature in merchandising at the prin- 
cipal stores. Whites are coming in 
pretty strong, with kids the best fea- 
ture. There is also some demand 
for sports models of kid and calf com- 
—— as well as the various sandal 
effects. 


New Duluth Store 


DuLuTH, MINN. (UTPS)—Reming- 
ton Shoes is a new shoe store opened 
last week at 101 W. Fifth Street. The 
store carries shoes for the entire fam- 
ily on two floors with an economy base- 





makes one believe them. 





Georgia Merchants 
Protest Sales Tax 


Macon, Ga. (UTPS)—The first step 
in the opposition of shoe retailers to 
the proposed 1 per cent sales tax in 
Georgia was taken last week at a 
meeting of retail merchants from all 
parts of the State, a committee was 
authorized to draw up resolutions op- 
posing sales taxes and to represent the 
merchants of the State at the coming 
legislative session. 

The meeting, which was held under 
the auspices of the Georgia Retail 
Merchants’ Association, drew approxi- 
mately 135 merchants, from every 
class of trade, and from every section 
of the State. Walter O. Foote, of the 
Foote & Davies company, Atlanta, was 
elected chairman, and C. V. Hohen- 
stein, secretary of the Atlanta Retail 
Merchants’ Association, was named 
secretary for the meeting. 

The body voted that the chairman 
appoint a committee of twelve mer- 
chants, one from each congressional 
district in the State, to represent every 
line of retail merchandising, and to 
draw up resolutions opposing the im- 
position of a sales tax. e committee 
will constitute a State-wide legislative 
committee for all classes of merchants, 
and will be their spokesman before the 
legislature. , 


ie ; 








Fogel to Open New Store 


MANSFIELD, OHIO (UTPS)—George 
H. Fogel and H. T. Crafton, the for- 
mer a well known shoe retailer who 
has been os a store at 7 Park 
Street, will open about September 1, 
a modern shoe shop for men and 
women in the bank building at the cor- 
ner of Main Street and Park Avenue. 
Mr. Crafton, who is a well known 
capitalist, will not be active in the 
business. He was formerly associated 
with the J. C. Penney Co., but retired 
some time ago. Mr. Fogel has been 
in business in Mansfield for about 15 
years, and will continue to operate the 
Fogel Shop on Park Street in addition 
to the new store. He will transfer the 
Stetson line from the old store to the 
new store and will handle a high grade 
line of shoes. 


New Coshocton Store 


COSHOCTON, OHIO (UTPS)—Papers 
have been filed with the secretary of 
state chartering the Stevenson Store, 
Inc., with a capital of $50,000 to deal 
in shoes, hosiery and shoe accessories 
in addition to dry goods, clothing and 
a general line of department store mer- 
chandise. Incorporators are Robert D. 
Stevenson, J. D. Stevenson and H. E. 
Stevenson. 


Sentler with Morton 


PROVIDENCE, R. I. (UTPS)—Michael 
Sentler, for six years in charge of the 
Style Shoe Store of this city, has be- 
come manager of the newly opened. 
Morton’s store here. 

F. H. McGrath is now the manager 
of the Style store. Twelve years ago 
Mr. McGrath opened this Style store, 
later training Mr. Sentler into the 
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BOSTONIANS 
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WHITMAN, MASS. 
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New England 
Shoemen Hold 


Golf Tournament 


Boston, Mass.—More than 100 gol- 
fers, members of the New England 
Shoe and Leather Golf Association, 
Gathered at the Wollaston Golf Club, 
Tuesday, May 28, for the annual 
spring tournament of the association. 
In charge, in the absence of President 
E. B. Terhune, was Vice-President 
William H. Larkin, to whom most of 
the credit is due for the smooth han- 
dling of the foursomes. 

G. H. Nelson, Blue Hill Country 
Club, won the best net trophy, with a 
63; players from both A and B divisions 
competing. Nelson, who had a handi- 
cap of 24, will bear watching by the 
Massachusetts G. A. from now on. 
His gross score of 87 indicates that the 
pruning knife will be put in effect. 

The second best net of the field 
also went to a Class B player, W. N. 
Slattery, whose a ran from 15 
to 30. He had a 67. The best gross, 
aga made by Al Pierce of the home 
club. 

Karl E. Mosser, Brae-Burn Country 
Club, who was State amateur cham- 
pion in 1928, won the second gross 
trophy with a 76. Robert Bean and 
M. T. Tevlin tied for the best net in 
class A, open to players handicaped 
from scratch to 14. Each had 72. Leo 
J. Hart won the net for class B 
players. 

C. S. Reed, Thorny Lea G. C., Brock- 
ton, the third player to break the gross 
figures of 80, was out in 35, the best 
score. He had birdies at the second, 
third and fifth holes, but bungled up 
things on the inward trip, requiring 
a 43. His total was 78. The sum- 


mary: 
CLASS A 


A. H. 
K. E. 
Robert 
M. T. 
te 8 
Thom 
G. H. Reid 
W. C. 











eeeeeeeeeee 


We TI ode oa sectes 95 10. 85 
CLASS B 
se Se Serr 87 24 63 
W. NN. GeSeary. cccceccs 91 24 67 
we eC ES 95 28 67 
C. W. Churchill........ 83 15 68 
Donald Lawson......... 93 24 69 
ie S, See 100 30 70 
Dean Munsey........... 90 19 71 
Guy Fletcher........... — a 
Raymond Thayer........ 98 22 71 
>, = WEG L < ais ba ede s 95 24 71 
ae: a NC 6 seeeneus 95 24 71 
H. E. Gutterson........ 87 15 72 
OS 92 20 72 
Ds: Th SN cbiwesens 90 17 738 
yO RRS er ro 97 24 73 
| ee ee 89 15 74 
Mie ae. RS os od te sier 938 19 74 
Arnold Curtis........... 94 20 74 
EK. Brilliamt..........<«. 99 25 74 
Oi, Sa NN 60.08 6 6X 105 30 75 
i ie SE rr 105 30 75 
oe te eee 91 15 76 
S60. TMs. vidccessee 94 18 76 
a eee 98.16 177 
BERPOUE RBS, «eo cic tees 101 24 177 
S. C. Follansbee........ 97.19 78 
Lester Richmond........ 99 21 78 
ie 8 . Saree 100 21 79 
J. L. Schlesinger....... 95 15 80 
ee ee ee 96 16 80 
Louis Gleason.......... 110 30 80 
Peter Sullivan.......... 110 30 80 
Frank McCarthy....... 105 24 81 
fe” eee 111 306 81 
| ee 106 24 82 
Wm. D. Henderson..... 112 30 82 
Rodney Tolman......... 3 20 83 
Pred Collier. .....50c0% 1138 30 838 
Clifford Miller.......... 106 22 84 
E. C. Cedarholm........ 114 30 84 
W. J. Rathburn......... 102 17 85 
Dwight C. Arnold...... 1038 18 85 
Arthur Davenport....... 109 24 85 
Clifford C. Cornish...... 108 21 87 
ee ee one 119 30 89 
re a eee 120 30 90 
Ses. Bk? BME Ds Oise co od 121 30 91 
George O’Brien......... 117 24 93 


—_—_—_—. 


M. P. Corcoran Dead 


BrockToN, Mass.—Michael P. Cor- 
coran, for many years one of the best 
known shoe men in the Old Colony dis- 
trict, died at his home here May 27 
after a long period of failing health. 
A native of Randolph, he came to this 
city early in life, being a letter car- 
rier for many years. Later he entered 
the shoe business as a member of the 
Kelly-Evans Co., retiring a few P am 
ago when his health began to fail. In 
recent years he had looked after his 
real estate interests. He leaves a wife, 
son, two daughters and two brothers, 
the latter being James P. and Joseph 
F. Corcoran, members of the Corcoran- 
Gleason Shoe Co. here. 
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New Secretary-Treasurer 
of Pfister & Vogel Co. 


A. Christianson Succeeds A. C. 
Helmholz and Carl Maier 


MILWAUKEE, Wis.—At the recent 
annual meeting of the Pfister & Vogel 
Leather Co., Milwaukee, A. C. Helm- 
holz, treasurer, and Carl Maier, sec- 
retary, were succeeded by A. Christian- 
son as secretary and treasurer. “Abe” 
Christianson, as he is known to his as- 
sociates, has been with the big Mil- 
waukee company for more than thirty 
years and is thoroughly familiar with 
the responsibilities of his new position 
through his association for many years 
as a director and assistant secretary 
of the company. 

Few men in the leather and allied 
industries can count as many warm 
friendships as A. C. Helmholz. For 
many years he pursued the practice of 
meeting personally every user of “P. & 
V.” leathers. These trade pilgrimages 
afforded him wide opportunity wisely 
to counsel many manufacturers and 
merchants who today occupy promi- 
nent positions in the shoe, harness, case 
bag and novelty trades in this country 
and abroad. 

Mr. Maier, the retiring secretary of 
the corporation, has been continuously 
identified with activities at the com- 
pany’s Milwaukee headquarters for 
more than forty years and will be re- 
membered by many of the countless 
thousands who have made frequent 
trips to Milwaukee since the days 
when the original leather and findings 
jobbing house of Pfister & Vogel was 
succeeded by the great Pfister & Vogel 
tanning interests, with world-wide 
branches of distribution and important 
affiliations in other fields of industrial, 
financial and commercial effort. 


Five Day Week for 
Golden Rule Factories 


Lynn, Mass.— Daly’s Golden Rule 
factories are going on a five day a 
week schedule all the year round. 
They are producing at the rate of 10,- 
000 pairs daily. They employ 1500 per- 
sons, and the pay-roll is $57,000 a 
week. Popular novelties for the chain 
store trade are made. 


Shoe Sales Lower 


New York, N. Y.— pril, shoe wise, 
was not a good month in this district. 
Reports to the Federal Reserve Bank 
here from all sections of this Reserve 
District show a gain of three-tenths of 
one per cent in shoe sales in depart- 
ment stores over April, 1928, while the 
average gain in all departments was 
4.3 per cent. Sales in chain shoe stores 
showed loss of 6.9 per cent, compared 
to April, last year, despite a gain of 
6.6 per cent in the number of new 
stores opened. On an individual store 
comparison a loss of 12.6 per cent was 


own. 

At wholesale, however, business was 
better, showing an increase of 11.3 per 
cent over April, 1928, together with a 
14.1 per cent reduction in wholesale 
stocks at the end of the month. 





Manufacturers 
Optimistic For 
Summer and Fall 


CINCINNATI, OHIO — Manufacturers 
report the outlook for Summer and 
Fall as good. Weather conditions have 
been the biggest contributing factor 
to the dull period. Practically all the 
large houses have salesmen in terri- 
tories with complete new lines and in 
most instances the new patterns are 
taking well with the trade. One manu- 
facturer, however, found somethi 
wrong with his samples after they ha 
been sent out and called them back to 
be corrected. It takes a good shoe, 
perfectly styled, to sell these days, he 
stated, and you cannot expect to sell a 
good shoe with a defective sample. 

Sports footwear is in big demand 
as shown by mail orders being received 
by wholesalers. The most favored 
sports are all-over white or combina- 
tions of white with black or brown. 


H. B. Bohr Leaves 
Irving Drew Company 


Had Been in Charge of Production 
and Styling 


PorRTSMOUTH, OHIO—H. B. Bohr, for 
some time in charge of production and 
styling for the Irving Drew Company 
of Portsmouth, has resigned, his resig- 
nation having taken effect June 1. He 
expects to remain here until July 1 
when he will leave to spend a month’s 
vacation with his family on Lake Erie, 
near Sandusky. 

Mr. Bohr, at one time also with the 
Julian & Kokenge Co., of Cincinnati, 
has been connected with the shoe indus- 
try since his graduation from college 
and has achieved success in positions 
requiring a thorough knowledge not 
only of production and styling but of 
selling, as well. He has made no defi- 
nite plans for the future. 


Selby on Capacity Run 


PorTSMOUTH, OHIO (UTPS)—Offi- 
cials of the Selby Shoe Co. announced 
that after a shut down of the plants 
of the company located in Portsmouth 
and Ironton from May 29 to June 3, 
work in the cutting departments would 
be resumed at full capacity. Later on 
all of the departments will be operated 
on full schedule and assurances are 
given that this schedule will be fol- 
lowed during June and July and pos- 
sibly later on. Orders for the new $6 
lines in the staple lines and the $8 and 
$10 lines in Arch Preserver lines are 
rolling in rapidly. 


New Credit Manager 


CINCINNATI, OH10—John J. Mitchell, 
for five years credit manager of the 
Charles Meis Shoe Company, recently 
resigned and is now associated with 
the Credit Men’s Bureau as manager 
of the collection department. E. H. 
Horwitz, formerly assistant to Mr. 
Mitchell, succeeds him as credit man- 
ager of the Charles Meis Company. 





WHERE TO BUY 
Men’s Shoes 


WHERE TO BUY 


Men’s & Women’s 
Slippers 





PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 


Cataleg 
sont on 
request 


HIGH GRADE TURN MULES and D’ORSAYS 


In Stock 


Men’s and 
Women’s 4 
“Companion- 
ate” ppers " 
Turns only—Oate- 434 
log on request. $2.65 
L. B. EVANS’ SON CO. - - Wakefield, Mass. 











WHERE TO BUY 


Dancing Taps 








CLOG DANCING TAPS 


Made of special aiu- 

minum metal so as to 
ve the desired ring. 
ily attached. 


Price 20¢ Per Pair 


Brooks Shee Mfg. Ce. 
1725 Ne. 6th St., 











Philadelphia 
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WHERE TO BUY 


Women’s Novelties 














WHERE TO BUY 
Ballet Slippers 








Im Stock Black Bal- 
Slippers 


Child’s $1.15 pr. 
once SHOE = INC. 


New York, n't. 


Fi 


Rights and Lefts 
Twe Grades 






















Wos. Miss. Chi. 
$1.50 $1.45 $1.40 
1.85 1.80 1.26 
Im Stock 
325 West Monroe 














The Famous Con- 
cave Arch Hard 


Coast Representative: 
MR. A. F. WINSLO 
a 5159 Vincent Ave. 


Do You Know? 

















Selling Shoes Plus 


A Well Rounded Retail. Business Must Serve 


By EDWIN BORNSTEIN, 
President of Solitaire & Furmoto Chemical Co., Inc. 


G HOE findings are becoming of 
greater importance to retail mer- 
chants in America. Those who wish 
to derive increased profits from their 
business are now adding specialty find- 
ings to their regular lines. Merchants 
are discovering that this part of their 
business can made very profitable. 

Clerks are being instructed to discuss 
hosiery, the care of shoes through shoe 
polishes, the up-keep and the improve- 
ment of the shoe itself while in service. 
Thus the customer, who intends to buy 
shoes only, frequently walks out with 
hosiery, polish and other accessories. 

To the shoe merchant this means a 
great deal when you consider his profit 
on shoes is sometimes entirely absorbed 
by overhead. The fact that the net 
profit in the shoe stores of America 
averages slightly under two per cent 
indicates that he must look to a diver- 
sity of items salable to the same cus- 
tomer, which naturally increases his 
rate of profit per pair. 

The retail shoe merchants in Europe 
are now doing up to 15 per cent of 
their entire sales volume on findings. 
This percentage is done on one- 
twentieth of the working capital neces- 
sary for a complete stock of shoes. 
Briefly, one-seventh of their business 
is done on one-twentieth of their total 
capitalization. Some clever merchants 
are even managing their findings busi- 
ness withoult tying up any money. 
They buy their monthly requirements, 
dispose of them within thirty days, and 
operate with practically no investment. 

en we reflect that the shoe findings 
end of their business represents their 
profits, it is easy to understand why 
the European retailer has a different 
attitude toward findings. 

_ Big dealers_ attribute such impor- 
tance to the sales of findings that they 
frequently arrange special instruction 
periods for their clerks. The practi- 
cal results of these lessons have been 
amazing. As soon as the clerks began 
recommending shoe accessories, sales 
on shoes increased. Merchants found 
by selling hosiery, polishes and other 
similar articles that the consumer was 
kept in the store from five to fifteen 
minutes longer than usual. To the 
passerby this gives an atmosphere of 
activity which always attracts other 
prospective buyers. This is good mer- 
chandising psychology because no one 
likes to patronize a dead-looking store. 

I realize that findings cannot be sold 
at all times. In the rush hours a clerk 
should devote his entire time to shoe 
sales, but during the slack periods, 
which constitute 80 per cent of the 
time in the average store, the clerk 
can conveniently suggest and recom- 
mend findings. This increased sales 
activity is an excellent method for 
keeping the sales force alive and in 
trim for the rush periods. Apart 
from the increased earnings of the 
proprietor, clerks are also increasing 
their incomes. Bonuses and extra 
commissions are offered which help to 
fatten the weekly pay envelope without 
any addition to the employer’s sales 
overhead. 





Shoe retailers of this country should 
give more attention to this new source 
of profit. Considering the small capi- 
tal necessary to stock shoe findings, I 
believe that the American retailer will 
ultimately adopt similar methods to 
stimulate the sale of findings. 

A complete new field of effort is 
opened up to retail shoe merchants in 
the sale of bags and shoes to harmo- 
nize. Do you know that it is also pos- 
sible to keep bags, as well as shoes, in 
good condition by use of the proper 
polishes? Leather needs treatment of 
a polish in its cleansing. The store 
that offers the combination service is 
adding to its possibilities of profit. 

The old theory that America was an 
extravagant country and did not need 
to be careful of its articles of wearing 
apparel, is passing out, but today the 
first appearance of shoes, although im- 
portant, is not the only thought, for a 
good shoe, a good bag an 
piece of leather needs a_ special 
care during its entire life of useful- 
ness. This year marks a very signifi- 
cant change in the habits of the Ameri- 
can public, for fashion has made neces- 
sary smart cleanliness. 





Helmholz Concentrates 
on Children’s Shoes 


MILWAUKEE, Wis.—“We have dis- 
continued the production of growing 
girls’ sizes and shall henceforth con- 
centrate our efforts on _ children’s 
shoes,” said Wm. L. Donovan, vice- 
resident of The Helmholz Shoe Co., 
ast week at the company’s busy 
Cudahy factory. 

“We are thoroughly in sympathy,” 
said Mr. Donovan,” with the Recorp- 
ER’s efforts to preserve the good feet 
with which children are born for adult 
use. 

Waldemar Helmholz, president of the 
company which bears his name recently 
returned from a trip to Honolulu. 


Haverhill Marks Time 


HAVERHILL, Mass.—The local indus- 
try is marking time awaiting the com- 
pletion of negotiations for a new work- 
Ing agreement. The contracts of local 
shoe men with their employees run out 
early in the month. Plants in the main 
are operating on immediate business 
only. Sports shoes are having a good 
run and the sandal types, particular] 
the Deauville modes, are going well. 
Mail order business is due for an im- 
mediate improvement and preparations 
for this run are being witnessed. 








Selby Rotarian Director 


PorTsMOUTH, OnI0 (UTPS)—At the 
annual election of the Portsmouth 
chapter of the Rotary Club, Mark W. 
Selby, of the Selby Shoe Co., was 
named a director for the coming year. 
Mr. Selby has been a Rotarian since 
the institution of the Portsmouth club. 
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Raising Cutting 


Room Standards 


By THOMAS H. EDWARDS 
President, J. Edwards & Company 


A CAREFUL analysis made of cut- 
ting room pay systems in the fac- 
tories throughout the United States 
would show usually that they are con- 
ducted on a straight piecework plan. 
This, because most manufacturers be- 
lieve, as we have formerly, it is the 
best practice. Under such a plan the 
cutter receiving the most pay natu- 
rally produces the most cutting. In 
many instances the most cutting can 
be obtained by getting the pattern 
down on the leather where it fits most 
conveniently and ignoring quality, and 
paying no particular attention to ex- 
cess waste. The manufacturer, there- 
fore, is left in the position of paying 
the greatest wages to the greatest 
wasters and to those who paid least 
attention to quality of production. 
Even the most conscientious men, real- 
izing that the less careful were mak- 
ing the greatest and largest pay, 
would fall into their methods with the 
object of increasing their own income. 
Since our patterns have always been 
surveyed accurately, allowances made 
for size and width and our leather 
given out with regard to the condition 
of material, and a careful record had 
always been kept of each cutter’s per- 
formance, showing the actual loss or 
gain over or under the estimate. Of 
course adequate penalties have always 
been imposed for poor or careless 
work. Still, losses seemed inevitable 
and supervision alone could not cor- 
rect it. 

From time to time there were pre- 
sented to us various cutter bonus sys- 
tems based on giving extra pay to 
leather savers. We gathered, however, 
that these bonus systems could only be 
earned when the cutter received an ex- 
ceptionally good lot of leather to cut. 
At such times he received more bonus 
than he was really entitled to and at 
other times he had no opportunity to 
acquire a bonus at all through no fault 
of his own. 

Last fall, however, we investigated 
a new quality leather gage which ac- 
curately set forth the cutting quality 
of any kind of leather. In investigat- 
ing it we discovered that this device, 
with a properly adjusted system, would 
prove a solution to the problem of pro- 
tecting the quality of product, elimi- 
nating waste, making satisfied help and 
aid us materially in lowering our sell- 
ing prices. We found that each cut- 
ter’s performance could be accurately 
valued because it would be possible to 
forecast just what the cutter could get 
out of the leather stock given him. The 
variations would be entirely governed 
by the quality gage before the leather 

ignment was made to the cutter. 

e introduced a system in our cut- 
ting room together with a method of 
awarding cutters who showed the 
greatest savings in addition to show- 
ing the best quality cutting. The man 
making the best showing each week 
Was given a reward amounting to a 
substantial percentage of his entire 
week’s pay, the second man being given 
a slightly lower reward, the third a 
still lower reward and so on down. At 
the end of each week a list is made 


and posted in the cutting room show- 
ing exactly the result of each cutter’s 
work. This we found stimulated com- 
petition in good cutting and was a 
source of satisfaction to the men whose 
merits were thus publicly recognized. 

Since using this plan the result has 
been a saving of 5 per cent of the 
total amount of leather laid out to be 
cut each week and, what is much more 
important, we have a much more sat- 
isfied group of employees and, curious- 
ly enough, a general increase in the 
payroll of the cutting room. This in- 
crease is entirely made up by leather 
savings and by the character and uni- 
formity of the cutting. We are mak- 
ing better shoes without increased 
costs to either our customers or our- 
selves. We are conserving the leather 
resources of the country so far as our 
own plant is concerned and we are in- 
creasing’ the personal satisfaction and 
earnings of the very sincere and co- 
operative group of men who are in our 
cutting room. . 


Cement Authority 
Joins Compo Corp. 


Compo Machin- 
ery Corporation 
announces that 
Willard C. (Bull) 
Durham, Rutgers 
University, Class 
1911, B.Se., M.Sc. 
1915, has been re- 
leased by the E. I. 
du Pont de Ne- 
mours Company to 
their corporation, 
of which he has 
been made chemical 
director. 

Mr. Durham is 
one of the best authorities on Pyroxylin 
cement and has spent all his time since 
graduation from college following col- 
loidal chemistry in the rubber, clay and 
nitro-cellulose industries. He has been 
in charge of the work of the du Pont 
company in developing Compo cement 
with William H. Bresnahan. Mr. Dur- 
ham brings to the Compo Corporation 
a wealth of knowledge and experience. 

Mr. Durham’s work will be that of 
to insure a cement which will insure 
absolute, positive adhesion of the sole 
to the upper and a finished product 
which is fiexible at all times. 


Wedding Bells 


St. Louis, Mo.—Many members of 
the shoe industry will learn with gen- 
uine interest of the wedding, May 25, 
of E. A. Richars of this city and Miss 
Lucille Fleming, also of St. Louis. 

Mr. Richars has charge of the pat- 
tern department for the Chapline- 
Mayer Shoe Company of Milwaukee, 
Wis., having previously been connected 
with the Dunbar Pattern Company’s St. 
Louis office. 

Mr. and Mrs. Richars are making 





Willard C. Durham 








Milwaukee their home. 





WHERE TO BUY 
Wooden Beach Shoes 











Wood Sole Bathing Sandals 
tise White’ Canres 







A. H. 


|_20th_& Vi 8A. 








ers. 
RIEMER SHOE CO. Mfrs. 
let Sts, Milwaukee, Wis. U. 








WHERE TO BUY 
Slipper Supplies 








FEATHERS 


BOUDOIR SLIPPERS 
OSTRICH and MARABOU 
TRIMMINGS 
Samples and quotations given promptly 
COLUMBIA MARABOU band Inc. 


45 East 20th St. New York City 
Telephone Algonquin 6722-6723 














WHERE TO BUY 
Children’s Shoes 
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Approved by Medical Mem 


4s a fully ventilated shoe, “wa 
Burkley Ventilated =) 























WHERE TO BUY 


Store Fixtures 
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WHERE TO BUY 


Women’s Shoes 








TO RETAIL 


sty 


REST-O-ARCH 
Novelty Corrective Shoe 








15 STYLES IN STOCK 
Rigid Steel Shanke—Combination 


Catalog on Request 
GALE SHOE MFC.CO 
MANCHESTER, N. H. 





Three Busy Days 
Planned at Boston 
[CONTINUED FROM PAGE 40] 


quests. from buyers and others who 
are coming on for the Fair and who 
desire hotel reservations are being re- 
ceived in large numbers. 

The tentative program for the three 
days is as follows: 

MONDAY, JULY 8 

12 o’clock Noon, Registration of 
) ppd Buyers begins at Hotel Sta- 
tler. 

1 to 8 P. M., “Country, Club Day,” 
with special courtesies to visitors at 
Woodland Golf Club, Auburndale, Golf 
Tournament for prizes. Music by the 
Stetson Shoe Band. 

2 P. M, ming of 1929 Fair. Dis- 
plays in Ballroom and Foyer open for 
inspection. 

10.30 P. M. Exposition closes. 


TUESDAY, JULY 9 


10 A. M. Exposition opens. 

10.30 A. M. Outing complimentary 
to visiting ladies to points of historic 
and scenic interest. 

4 P. M. First presentation of Style 
Revue under the direction of Miss 
Mollie Hurley. 

8.30 P. M. Second presentation of 
Style Revue. 

10.30 P. M. Exposition closes. 


WEDNESDAY, JULY 10 


Factory Executives’ Day. 

10 A. M. Exposition opens. 

10.30 A. M. Outing complimentary 
to visiting ladies to points of historic 
and scenic interest. 

4 P.M. Third presentation of Style 
Revue. 


30 P. M. Final presentation of 


8. 
Style Revue, followed by distribution 
of go prises 


10.30 P. M. 1929 Boston shoe and 


Haverhill Shoe Mfrs. 
Ass’n Reorganized 


HAVERHILL, Mass.— The Haverhill 
Shoe Manufacturers’ Association this 
week completed its new organization. 
‘The reorganized body represents 29 of 
the leading shoe firms in the local in- 
dustry. L. Cooper again admin- 
isters the affairs of the shoe men, as 
general manager. The shoe men have 
bound themselves together under an 
agreement that promises great soli- 
darity and unity of purpose. 

The offices are being maintained in 
the Coombs’ Building, Washington 
Square, with an efficient staff of price 
experts. 


Selby Price Range 


PoRTSMOUTH, OHIO—To give the 
child the advantage of allowing its feet 
to grow naturally in Arch Preserver 
shoes from infancy on, the Selby Shoe 
Company of Portsmouth, Ohio, have 
incorporated a line of Selby Arch Pre- 
server shoes for children t> sell from 
$4 to $6; misses’ shoes to sell at $7.50; 
Styleez and Arch Preserver shoes to 
sell at $8.50 and a wide line of styles 
and materials to sell at $10. The light 
weight high arch type will sell from 
$12.50 up. 

The policy of the national advertis- 
ing campaign is most timely, for copy 
now emphasizes vacation and smart 
new shoes to give real Summer foot 
comfort. The line is styled by the 
Selby Fashion Studios in Paris and 
New York. 


New Resiliency in Heels 


LYNN, Mass.—Renton, of Lynn, is 
developing a new heel of lighter weight, 
and also of more resiliency or spring. 
For instance, a pair of shoes was made 
up, and one was heeled with ordinary 
heeling stock and the other with this 
new stock. The shoes were put into 
service May 5. At the end of the 
month, the top lift on one heel had 
been worn off and sapreaes, but the top 
lift on the other heel was still in good 
condition. The top lift that stood the 
wear was on the heel of the new 
resiliency. The top lifts themselves 
were cut from the same stock. There 
was no difference in their quality. 


Feeley Heads Old Colony 


Brockton, Mass.—John J. Feeley, 
sae ogg manager of the M. A. 
Packer Shoe Co. of this city, will 
de the destinies of the Old Colony 
dvertising Club during the coming 
year, having been elected president at 
the annual meeting. Other officers 
chosen are: First vice-president, Glen 
M. McCrillis; second vice-president, 
Herbert F. Gardner; secretary, Alvert 
Howard; treasurer, M. ell. 
In retiring, President Shelton R. Houx 
Tteviewed the accomplishments of. the 
year and thanked the members for 
their cooperation. 

A. D. Knight, chairman of the pro- 
=— committee, announced plans 
or the annual golf tourney June 14 at 
the South Shore Country Club. A ban- 
quet and entertainment will follow the 








Leather Fair ends. 





play. 


Selling Men’s Shoes __ 
at Top Prices 
[CONTINUED FROM PAGE 41] 


these stores reason with good logic. 

A. J.. LaBoissiere who manages the 
Weatherby-Kayser Sixth Street store, 
finds by slipping a regular shoe on 
one foot and a hand-made shoe on the 
other, the difference in the feeling is 
so apparent that comparatively little 
sales talk is needed in order to sell a 
man several pairs at a sitting. “The 
secret of selling a J. & M. $25 shoe 
is getting them on the foot. No man 
can visualize how they will feel and 
no salesman is smart enough to tell 
the man that difference. Many’s the 
time men remark, “If anyone said I 
would spend $25 for a pair of shoes, 
I’d say they were crazy.” It is really 
remarkable the trade we have built 
up on these shoes without any great 
amount of publicity. It all goes to 
show that men appreciate good mer- 
chandise when they are shown that 
the value is there.” 

Over in Hollywood, H. D. French 
is having a wonderful time selling F. 
S. & U. shoes to his movie friends, 
who are buying them in sets, not 
single pairs, if you please. Here the 
personal element plays a tremendous. 
part in the selling. By stressing that 
these shoes are only high quality not. 
high priced, the price question seldom 
becomes a sales factor. 

In Hamilton’s Hollywood and Los 
Angeles stores, when $25 shoes are 
shown, they are brought out in flannel 
bags with shoe trees in each shoe. 
This manner of handling the shoes has 
a decidedly favorable reaction on the. 
customer. Then the shoes are stamp- 
ed “Stacy Adams, Hand-Made, $25” 
which in many cases puts the sale. 
over. Here, all the eight lines carried 
are on one last, golf, sport, evening- 
or brogues, are all alike. The reason 
advanced for this is that after selling- 
a man on the $25 shoe idea, it is far 
better to keep him on one last so. 
that all his shoes will be of the same 
type. 

One other store in the city sells $25. 
shoes, a shoe department in a cloth- 
ing store. Here, the writer was in- 
formed, that “We have nothing in 
common with the American trade. 
press, as we handle only English made 
goods.” 

The fact remains that these stores 
who have the courage to handle and 
advertise shoes in the high priced’ 
range sell them, not with the ease with 
which the lower priced shoes are sold, 
it is true, but not with an unsurmount- 
able amount of difficulty. In other- 
words, it can be done. 





Katzman Returns 


PHILADELPHIA, PA.—John Katzman, 
president of the French Beading & 
Novelty Company, has just returned 
from his annual market visit to 
Europe. Mr. Katzman states that he 
found some remarkable developments 
in ornamental jewels and the showing 
abroad is perhaps more attractive than 
ever along these lines. What he has 
learned. and what he has secured will 
be reflected in the offerings to be made. 
by the French Beading Company for- 





the fall season. 
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as You Can’t Go Wrong Window Shoppers 
on a Greeley Boudoir 
Want to Buy! 





Next time you order house slip- 

pers—just tell your jobber you 

want Greeley Boudoirs — in 

either black or colors and 

with rubber or leather 

IN heels. If he cannot sup- 
STOCK ply you—write to us. 


36 Pair Cases 


' A. W. GREELEY 








12 Duncan St. - ~ Haverhill, Mass. 


Boston office, 78 Lincoln Street at, 
Mr. CUTTING AND MR. CaRe IK 








No More 
Copies of the 
Shoe and 





Case 


Leather - 


Attract Them with 
a Silent Salesman 
Outside Display Case 


Lexicon 


“If only those people who wander past my 


— 


"7s VPeewreewee SY YS ee oO 


The present edition of the Shoe 
and Leather Lexicon is exhausted. 
No more copies of this shoe and 
leather trade dictionary will be avail- 
able until a new edition has been 
printed, at which time notice will 
be given. 


Boot and Shoe Recorder 
80 Federal St. Boston, Mass. 


1670 W. Fort St., 


door would look at my merchandise, I’m 
sure I could sell them,” you say. True. 
Then why not attract them with a Silent 
Salesman Display Case, filled with your 
leaders and placed right in your vestibule 
to challenge every passerby? Your increased 
trade will pay for the Silent Salesman in no 
time. We can prove this. Write us today 
for information on show cases of any style 


and for every purpose. 


BADE MARK 


DISPLAY CASES 


DETROIT SHOW CASE CO. 





Detroit, Mich. 
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TELL ’EM—and SELL ’EM! 


The merchant’s first problem is getting the prospective customer off 


the sidewalk and into the store. 


Attractive window-messages give the 
store its voice, and double the sales- 





You say what your window sales mes- 
sage tequirements are—and we supply 
them. 


pulling value of your window trims. 
_ Now Ready 
Beautiful June Cards 
Ivory, Orange and Blue 


SINGLE SHOW ¢ BACH. CHECK 
WITH ORDER, 
CARDS PLEASE. 


Select any subject below by number 


Special hand lettered text of your own on card carrying 
two-color design, shown to the right, 85c. each. Available 
to merchants in towns only where there is not an annual 
card service member. 


WOMEN’S 
No. I—-June Weddings — slippers 


for— 
No. %2—Smart and Colorful—semi- 
dress oxfords— 


GENERAL 
No. 8—Sport Shoes — style, cor- 
rectness, and— 


No. %—Efficient feet and a good 
No. 3—Smart footwear for all oc- disposition are the result— 


casions— No. 10—Keeping step with shoe 
No. 4—There is beauty in good fashions is our business— 
health — keep your feet No. 11—Our Quality is our Slogan— 
healthy in— No. 12—Graduation — for the com- 
MEN’S —— 2 ann that 
s authentica! correct — 
No. 5-—The thing for summer— G ho 
featherweight shoes— No. 13 af 
No. 6—Dress well—it pays. Ox- 
fords with that— HOSIERY 
CHILDREN’S No. 14—No ensemble is complete 
No. ?—Mannish ’ Shoes—just without flattering chiffon 


N. B.—The privilege of exchange of current month’s cards is 
available to annual card service members who may find listed 
above card texts, abbreviated here because of space require- 
ments, which better cover their merchandising program. 








For June 
Slippers for the Bride 
Shoes for Graduation 









Smart 
SJootwear 


peor 
AN Occasions- 








€ea €ime 
or 
€ce €ime 








Above illustrates one of June cards— 
dainty, colorful. Sure to hold the win- 
dow-shopper’s attention to the trim. 











Attractive 
Hand-Lettered 
Price Ticket 


69c to $17.50 


25c per dozen 
6 doz.— $1.25 
12 doz.—$2.25 
24 doz.—$4.00 
Check With Order, 
Please 




















Printed Price Tickets 
All Regular and Clearance Sale. 


Any prices wanted 25c to $22.50—Green Border 
Any prices wanted 85c. to $14.00—Orange Border 


12 each of 6 prices 85c. 
12 doz.—$1.50 
24 doz.—$2.50 

1 doz. of one price 15c. 
Cash or stamps 

with order 
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1 4 rchangeable show card monthly service, all sales messages 
different, ag month’s cards of » naan designs and colors. 


—lIt is the most valuable of window card franchises to own for 
your town, suburb or metropolitan shopping center. 


MANY WELL RATED MERCHANTS from coast to coast now 


use it with profit. 


10 card service $5.00 
4 cardholders 


100 blank price tickets 







Art Card Holder Base (above) 


Supplied free to annual card service members only. 


Comes in either Gold or — -- ee \ oe, ven 
lined bottom. Sto 


re name X—3. if 
tasty end attractive. You'll” Py, t 
your finest window fixtures. 


Annual Card Service is exclusive for 
one merchant in an average size town, 
suburb or metropolitan shopping center. 


Ask us if your town is or may be open 


Merchants Service Dept. 


BOOT AND SHOE RECORDER 


189 W. Madison St., Chicago 


scriptions 
Services we offer. 
one you wish. 

Mail the coupon today! 


6 card service $3.00 


Mail the Coupon 


In the panel are brief de- 
the several 
Select the 


FP SSS e ee ee SSCS SSS SSSSeeeeeeee2228 


per mo. 


2 card holders 


50 blank price tickets 


yw aeod Select the a 





Service You W ish— 
Then Mail Coupon 
Servi 8 d 7”x11”). 
_ 2 Aut Card Holders 
No. 1 100 Blank Price 
Tickets. 
$4.00 monthly ($48.00 the year) 
Service 10 cards (7”x11”) 
4 Art Card Holders. 
No. 1-B 100 Blank Price 


Tickets. 
$5.00 monthly ($60.00 the year). 


UNI 6 cards. 2 Art 
J ‘OR Card Holders, or 


Service frames. 
50 , Sank Price 
Tickets. 

$3.00 monthly ($36.00 the year). 


Printed Price Tickets 
Olive green or orange border with biest 
figures 
12 each of any six prices, 50c. 
per month if want with any 

annual card service. 


ee ut? 











COUPON 


BOOT & SHOE RECORDER, 
189 W. Madison St., Chicago, Ill. 


Please enter our order for the Recorder “ Seine 

Messages" card service No. 

year, consisting of cards each ‘ab 

and art card holders, with the first month's 

service, beginning with cards for June, for 

which we will pa per year, payable 

$ per month. 

For cash in advance full year’s service, 5% 

discount. 

(if If cee be discontinued before in tion of order 
ose $1.00 per month additional ea each 

pad card service delivered.) 

We call Men's, Women’s, Children’s shoes, and 

hosiery. (Cross out lines not carried.) 

We prefer:—(gold) (silver) Card Holders. 














Place following name on card holders............ 


Printed Price Tickets :— 


Store name ......... 


(June 8th issue) 

















74 


BOOT AND SHOE RECORDER 


June 8, 1929 





POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 
7e per word. Minimum Charge $1.25 
Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 239 West 39th St., New York, N. : gm 
on Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








I have factory, sales for which are being 
handled “entioely by myself. The point has 
been reached where $100,000 more can be 
handled. 

One or Two aggressive high-grade men now 
serving case lot buyers in territory other 
than New York City and New England can 
find ‘a very profitable line by communicating 
with me. 

Present sales are 90% to the best buyers 
in New York and New England of Infants’ 
Turns & Stitchdowns. When I say best that 





SALESMAN WANTED 


i hat i t. 
© wiat is meant. y. A. PARKER CO., MARBLEHEAD, MASS. 


The p ition which will be exactly the 
same as am successfully and profitably 
selling to the most discriminating ers in 
the most difficult territory merits a straight 
commission basis only. 

A small line of 10 styles might be worked 
out for a Salesman carrying some good non- 
conflicting line that would be exceptionally 
profitable. 

If interested write me giving details of 
territory covered, representative customers 
sold, amount of sales, bank reference, etc. 








RESIDENT SALESMEN 


To carry fast selling line of women’s novelty shoes to retail $2.95-$3.95. All 


states open, 
fastest growing novelty house. 


WASSER-ABRAHAM COMPANY 


If interested state experience. 


Excellent proposition. Boston’s 


Boston, Mass. 











SALESMEN 
WANTED 


To establish nationally advertised 
line of orthopedic and conserva- 
tively stylish family line of foot- 
wear, with leading dealers in prin- 
cipal trade centers of following 
three territories: 

1. Minnesota, lowa, N. & S. Dakota 
and Nebraska. 

2. South Carolina, 
bama and Florida 

Loulsiana and 


Georgia, Ala- 


3. Mississippi, 
Arkansas. 


Only want men who have suc- 
cessful record and with intimate 
contact with best retail buyers in 
larger cities. Send full particulars 
with application as to qualifications, 
including actual results during last 
three years. Strictly confidential. 


nae ress — M 
oe Corporation of ye. 
West 34th Street, New York, 





+ = 28s 











basis. ddress 
and Shoe Reperget. 239 W. 3ouk St., New 
York City, N - A 





Pennsylvania, 

lish line Soiliven'e’ and 
shoes. ress B-149, care Boot and 
Recorder, 239 W. 39th St. New York City, 


ALESMEN WANTED + Dariers “= 
S*yastern “Mary. 


Sales Representation 
Wanted 


Well known sales representative located 
in New York City, but with sales con- 
tacts throughout the country, is desirous 
of securing the representation of a strong 
line of men’s or women's footwear, pre- 
ferably popular-priced. Can sell impor- 
tant retail trade, chain store and other 
volume trade. it of references fur- 
nished. For further particulars address 
Key B-168, care Boot and Shoe Recorder, 
239 West 39th St., New York City, N. Y. 











RUBBER SOLE AND HEEL SALESMAN 
—Nationally known manufacturer has an 
immediate and permanent opening. Those with 
constructive sales records, substantial earnings 
and few connections will be given preference. 
Territory in Middle West, covering approxi- 
mately one state. Salary, expenses, car and 
bonus. Furnish complete facts confidentially. 
Give telephone number. Address B-155, care 
Boot and Shoe Recorder, 239 W. 39th St., 
New York, N. Y. 





SHOE salesmen to carry manufacturer’s line 
of popular priced ladies’ boudoir slippers as 
side line. Commission basis. Address B- A 
care Boot and . om Recorder, 239 W. 39th St. 
New York City, N. Y. 





ye wa guys» experienced _ retail 
know how to fit 

and ~ K 7 Men’s and Children’s shoes, 
a windows and assist in buying and adver- 
Prefer a man from 28 to 35 years 

a “Must be a live one. If interested and 
qualified, > Ar references and name sal- 
ary expected. 1 replies will be considered 
nn pare pm ghee = will = —_ a ge to whom 
you age by Tr permis- 
= elces Feet" ‘Office ; oy 135, "Gulfport, 


ALESMEN WANTED—Openings all terri- 

tories including Canada to sell as side line 
IMPORTED OVEN SANDALS. Big 
earnings possible, strictly commission basis. 
Give present connections, experience, terri- 
tories traveled. Address B-160, care Boot and 
oe Recorder, 239 W. 39th St., New York, 





WANTED SALESMAN to carry as side line 
complete line childrens and misses sboes 
for the States of Kansas and Mileowel, alse 
Illinois. coun ht commission. ELMHOLZ 
ANY, MILWAUKEE. wISs- 





SH 

CONSIN’. 

SALESMAN to carry four samples. Ballets 
and turn boudoirs (leather soles). Repeat 


mail orders make it exceptionally profitable 
line. Haverhill Ballet Co., Haverhill, Mass. 





SHOE MEN—Here’s your chance to make 
real money by selling Men’s Spats, not 
alone to Shoe Departments, but to the Haber- 
dashers. We want Side Line Statemen, alse 
man for Chicago and vicinity. Liberal com- 
missions paid. Give full particulars when an- 
swering. Address B-163, care Boot and Shoe 
Recorder, 239 W. 39th St., New York, N. Y¥. 





SHOE Salesmen to carry strong side line of 

leather, soft and hard sole slippers. 
territories. Seven per cent commission. Set- 
tlement monthly. References first letter. Ad- 
dress _B-166, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y. 





LIVE wire Shoe Salesmen to sell to retail 

trade for New Jersey and Long Island. 
Fifty «dollars drawing against commission. 
State your references in first letter. Address 
B-169, care Boot and Shoe , a. 239 W. 
39th St., New York City, N. Y. 





POSITION WANTED 


POSITION WANTED: Aggressive fully ex- 

perienced shoe buyer and manager wants to 
make a change. Address B-158, care of Boot 
and Shoe Recorder, 239 W. 39th St., New 
York City, N. Y. 


POSITION WANTED: Shoe buyer desires 

to represent some aggressive manufacturer 
or jobber. Reasonable proposition wanted. 
Address B-161, care Boot and Shoe Recorder, 
239 W. 39th St., New York City, N. Y. 











BUSINESS OPPORTUNITY 





























ee ee. 2 ee 


' ove gaw ii 





June 8, 1929 


BOOT AND SHOE RECORDER 


75 





FOR LEASE 


WANTED TO PURCHASE 





LINE WANTED 





Do You Want an Experi- 
enced English and Con- 
tinental Representative? 

Well-known English shoe stylist 

sales representative who has 
had broad experience in Great 

Britain, the Continent, and the 

U. S. A. is desirous of securing 

representation of an American 

line of shoes or shoe accessories 
for foreign territory. Has estab- 
lished headquarters in London 
and is intimately acquainted with 
leading manufacturers, wholesal- 

ers, and retail buyers. Has a 

splendid record of success and can 

furnish the best of recommenda- 
tions to inter party. 

many friends in the American 

trade who can vouch for his in- 

tegrity and ability. For further 
particulars address: 


x 
Reet and Shoe Record 
r 


er 
239 . 30th St., New Yo N. 








SALESMAN 


With long experience and established 
clientele among Chicago buyers in the 
loop as well as outlying stores, may be 
open to consider a line of medium priced 
and better grade women’s shoes for Chi- 
eago and Chicago district. If nationally 
known line all the better. A line will 
only be considered that is in a position 
to adequately eervice and to meet Chicago 
trade requirements. Can meet all require- 
ments as to references. Address B-147, 
care Boot and Shoe Recorder, 189 W. 
Madison St., Chicago, Il. 














FOR SALE 








COPYRIGHT 
FOR SALE 


Retiring from business. 

The U. S. Copyright covering 
“CINDERELLA” shoes used by 
thousands of retailers, can now be 
purchased at reasonable price— 
Address 


Cc. D. GIBBON & SON 
19 S. 4th St. 
PHILADELPHIA, PA. 











Fo SALE—Shoe store in university town. 
Good location, lease and clean stock. Box 


454, University, Va. 





FOR SALE—Shoe business near Pittsburgh. 
Very good location in live town, stock 
around $8000. Address B-165, care Boot and 
ne. Recorder, 239 W. 39th St., New York, 





FoR ~~~ department in_ ready-to- 


‘qputhenstern owa. 
dress B-167, care Boot and es Recorder, 
189 W. Madison St., Chicago, Illinois. 


LEASE, DEPARTMENT—We have space for 
ladies’ popular price shoe department, on 
lease basis in an exclusive ladies’ ready-to- 
wear and millinery, in a one hundred per cent 
location in Amarillo, Texas. Ony responsible 
parties will be considered. Address communi- 
cations to J. Blinderman, Amarillo, Texas. 





MERCHANTS’ NEEDS 








Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported and Domestic Roll 
Paper, etc. in Season 
quughte © mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 
Betablished 1908 New York 














isnt FIXTURES | 
Anade bt | 














‘933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
. SEND FOR CATALOG a 







ESTABLISHIO 1890 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON RIQUEST 
Here 
FRANK C. MEYER Co.» 
SO CUNC Tw wer es ee 
263-271 LEXINGTON AVE , BRODKLYN. NY 


AMERICA'S CREATEST 
SHOE CARTON & LABEL MFCS 


7 N=) 


The DISTINCTIVE and 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


33-39 W 34° St. N.V.C 
P} _ne WISCONSIN of ie) 








If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 

KIRSCH-BLACHER CO., INC. 


624 Broadway New York 
Phene Spring 1448 








You meceise HIGHEST PRICE 
for your entire stock, odds and ends, or 
surplus lines, ask us for our bid. 

(Estab. 40 years.) Cash transactions. 
Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 

TELEPHONES-CANAL 6874 or 0655 











Quick Cash Buyers 


Retail Shoe Stores—Stocks or Odds and 
Ends. Unexpired leases taken over. 
Phone or write. 


POSTER @ DEUTSCH 
436 Geang st. New York Oity 
Dry Dock 0352 














MERCHANTS’ NEEDS 





























OME H-W chairs are in 
keeping with the most 
luxurious shoe store ap- 
pointments. The consult- 
ing service of our experts 







; Boston, Mass.; Buffalo, 
7 Chena Il; ; Kansas City, Mo.; 
aig Sinks 
is,Mo. ort. 
, Oregon; San Francisco f. 
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MERCHANTS’ NEED 


HOTELS 





























283 Seuth Wells St. CHICAGO 
| —SséMilbradt 
4-4} — | Rolling Step Ladders 
ee ‘ Enable you to reach 
es we oth highest shelves couventont- 
7 — “hey last a lifetime 
- and 


= = = eee 
“ kind of shel 
poor suggest the best 
iss ladder tor your use. 
Milbradt 
Manufacturing Co. 
Established 1895 
2416 No. 10th Street 
ST. LOUIS, MO. 

















New Salesman Now 
with Reynolds Co. 


PROVIDENCE, R. I.—F rank A. Spollett 
who was formerly connected with both 
the manufacturing and the retail 
trade in Boston is starting June 10 to 
cover New England and New York 
State for the Reynolds Co., well- 
known ornament house of Providence. 
The prominent position held by the 
Reynolds Co. in the ornament field 
will warrant a steady welcome to Mr. 
Spollett when he calls upon the trade. 


Fire in Thom McAn Store 


NASHVILLE, TENN. (UTPS)—Fire of 
undetermined origin swept the rear of 
the Thom McAn shoe store at 222 Fifth 
Ave. North in the week end, causing a 
loss estimated at between $4,000 and 
$5,000. Shoes and silk hosiery valued 
at more than $2,000 in the rear of the 
store burned. The flames were brought 
under control in fifteen minutes. S. H. 
Pierce is manager of the store. The 
fire started at 6:30 p. m. 





Imes Buys Store 


HUNTINGTON PARK, CaLt.—The Cin- 
derella Slipper Shop, owned by Carl 
Ni has been sold to Dick Imes, who 
operates the Economy Shoe Stores in 
Anaheim and other cities. The trans- 
fer will take place on June 15. Only 
the fixtures and the lease is involved in 

transacti The 


the ion. shoes will be 
moved to Nichel Shoe Store, 6349 Pa- 
cific Boulevard, this city. This latter 


store will be operated as before, with 
Max R. Smith as manager. 





a 
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Shoe and Hosiery Cabinets 


ne ist—Made of wood, to be retailed 





retail shoe dealer. 
In plain and modernistic decorations— 
in 8 lacquer finishes. 
A good side line for the retail shoe 
dealer 


Ask for Portfolio No. 11-X 


THe Oscar ONKEN Co. 
611 W. 4th St., Cincinnati, Ohio 














W. H. Forwood Dead 


CINCINNATI, OHI0O—William H. For- 
wood, for many years a shoe whole- 
saler here, died recently at the home 
of his daughter in Chestnut Hill, Mass. 
Mr. Forwood’s will disposed of ap- 
proximately a quarter million dollars, 
the greater part going to his wife. 
Mr. Forwood retired from the shoe 
business four years ago. 


White and Light Colors 
in Demand from Boston 


Boston, Mass.— White, and light col- 
ors, in women’s shoes are in demand 
from in-stock departments of shoe fac- 
tories and from wholesale shoe houses 
of this market; sport shoes for men are 
also in strong demand from local in- 
stock departments. Shoe travelers are 
sending in orders in fair volume for 
immediate delivery. It is anticipated 
that activity at the various plants will 
commence in earnest immediately after 
the Boston Shoe and Leather Fair, 
which will be held at the Statler Hotel, 
“The Week After the Fourth.” Suede 
kid is al in good demand, particu- 
larly in b and the new browns. 

Sales of calf leather in weights suit- 
able for men’s fall shoes are increasing; 
colors are leading the calf leather de- 
mand. Black glazed kid has been an 
active number; blue is still wanted and 
browns are improving in the call for 
kid leathers. A few tanners report that 

are oversold. One of the new col- 

ors offered by the glazed kid houses is 

autumn green. Patent leather is im- 

roving as to volume of sales, both 
igh grade, as well as lower grades. 














MONTCLAIP 





Bath 49th to 50th Sts. 
"ll TubandShower | Lexington Ave. 
$3 to *5 NEW YORK CITY 








% 10% 800 Rooms 
Sai, || Each with Tub 
%8 to #12 and Shower 
P] serFi Megas | Radio in Every Room 








(SSS Se 

3 lente oe — Geaad Conon, Times 
Square, ift venue ops mportant 
commercial centers, *' -ding shops and 
n. Station. 


theatres nearby. 10 minmes to 

















A. C. Lawrence Leather 
Co. and Eitingon- 

Schild Co. Form 

New Company 


Boston, Mass.—The A. C. Lawrence 
Leather Co., a subsidiary of the Na- 
tional Leather Co. and _ LEitingon- 
Schild Co., Inc., have joined in forming 
a new company to be known as w- 
resco Inc. The new corporation is 
formed under the laws of the State 
of New York with a capitalization of 
$50,000. This new company is to fa- 
cilitate the production and marketing 
of furs made from lambskins, and the 
product will be known as Lawresco 
Lambs. LEitingon-Schild Co. Inc. is 
the largest company in the world 
handling raw and finished furs and the 
A. C. Lawrence Leather Co. is the old- 
est and largest producer of sheepskin 
shearlings. 


Moran’s Buy Royal 


PROVIDENCE, R. I. (UTPS) — The 
Royal Shoe Store of the Olneyville 
section of this city has been sold out 
to Moran’s Shoe Stores; stock from 
the former being moved to the Moran 
store in Woonsocket, R. I. 





B. Goldsmith with Milber 


BIRMINGHAM, ALA. (UTPS)—Bert 
Goldsmith has joined the Milber Shoe 
Co. here and will be located at their 


* store at 210 N. Twentieth - Street. 
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Lynn Factories Busy 
on Early Fall Samples 


LYNN, Mass.—One Lynn pace- 
maker along the paths of fashion is 
working on 120 new models for Fall 
and Winter. He has sent out sales- 
men with a few of them, just enough 
to tempt customers to come to the July 
market. Big buying will not come un- 
til then, excepti from those mer- 
chants who have courage to make 
up and place their orders in anticipa- 
tion of such changes as the revision of 
the tariff may bring. 

If hides and leather go on to the 
protected list, and it is generally ex- 
pected that they will, then prices are 
likely to advance. Lynn makers, taken 
as a whole, are not eager for an ad- 
vance in prices of shoes. 

There is a general tendency to hold 
back details of styles, so that they 
may be offered as something new and 
novel to buyers, coming to market in 
July, and not as something that they 
know about already. Most every Lynn 
firm has its own individual interpreta- 
tion of the Fall style program. 

Leather for shoes is fairly plentiful. 
Figures compiled by local authority 
show that enough upper leather is 
produced in this North Shore district 
to make 70,000,000 pairs of shoes an- 
nually. 

Blacks and browns, on suedes and 
grains, will lead the Fall colors, ac- 
cording to the present prospects. The 
“sun tans” will be bronzed by the end 
of summer, and this should have a 
bearing on colors of footwear, if shoes 
match the costume and the costume 
the complexion. 

The seamless pump has made quite 
a gain for Summer, and will carry over 
into the Fall. Five other types will 
also run, the medium wide strap pump, 
the multiple strap pump, the oxford, 
the ribbon tie and the step-in, making 
six Fall models in all., ’ 

Production of health types continue 
to show a steady gain. A new idea in 
the making of them is to use a heel of 
light weight leather, so that the foot 
has to carry less weight as it makes 
each step. 


Expect Steady Business 


RicHMOND, VA. (UTPS) — Steady 
business is expected in the factories of 
the Craddock-Terry Shoe Company, at 
Lynchburg, Va., during the summer 
months, according to Charles G. Crad- 
dock, president of the company. This 
means constant employment for around 
3000 employees. 

Salesmen for the company will meet 
at Lynchburg about July 1 for semi- 
annual conferences. after which they 
will go out with fall samples. 





Corcoran-Gleason Move 


“BROCKTON, Mass.— The Corcoran- 
Gleason Co. has completed removal 


New Hamel Plant 


HAVERHILL, Mass.—The new factory 
of the L. H. Hamel Leather Co., tan- 
ners of sheepskins and kid, will be 
ready for occupancy early this month. 
The new plant of an area of 27,000 
square feet will raise the company’s 
space to over 150,000 square feet. The 
company is now operating at capacity. 
Important additions to the mechanical 
equipment have been made, making it 
one of the most modern in the country. 





Outside Display Helps 
Boost Shoe Sales 


Tuutsa, OKLA. (UTPS)—The Boston 
Shoe Shop, under the management of 
A. W. Midkiff, has found that displa 
space in the window of a women’s 
clothing shop is one of the best strokes 
of advertising ever undertaken. On 
April 22 Mr. Midkiff closed negotia- 
tions, which had been pending some 
time, for display space in the window 
of the Advance Shop, which features 
fine apparel for women, and a tabula- 
tion of the month’s business shows a 
25 per cent increase in business for the 
month ensuing. The Boston shoe shop 
is an upstairs shop, but has show win- 
dows on the street and along the stair 
leading up to the store and wide en- 
trance to the shop’s quarters on the 
second floor. Although Mr. Midkiff 
uses newspaper advertising as well as 
display, the amount of business done 
seems to indicate that the more shoes 
the public sees the more they will buy 
no matter how thoroughly the matter 
has been covered in print. 





Retail Demand Centers 
on Sports Footwear 


CINCINNATI, OHI0—Local shoe mer- 
chants report business from fair to 
good with sports shoes the big feature 
seller. Two distinct types are moving, 
those for the onlooker and those which 
actively take part. Most of the spec- 
tator sports combine white buck with 
black or tan calf and have built-up 
leather heels. Best selling active 
sports usually have low rubber heels 
and one of the favorite combinations 
is white buck and brown or black 
alligator. 

Colored kids are especially popular 
at this time with beige, red and green 
regarded as best. Dark blue is good 
and slate blue is one of the best mov- 
ers in the $12 to $20 class. Gray is 
fair and the white demand at this time 
is only conservative, which is due, no 
doubt, to unsettled weather. 

Satins have not been so good and 
sales on linen footwear have not run 
into much money. Some of each con- 
tinue to move, however, and it is 
thought that a fairly good season will 
be enjoyed on both. 





into new manufacturing space in the 
top floor of the E. E. Taylor Co. plant, 
and production of capacity proportions 
is rapidly being reached. The company 


formerly occupied space in an adjoin- 
ing eee recently sold, and moved 


Dowdy in Birmingham 


BIRMINGHAM, ALA. (UTPS)—O. L. 
Dowdy, of Memphis, Tenn., has been 
appointed manager of the Wohl Shoe 
company’s department at the New Wil- 





more modern, airier and larger 


quarters 








Brisk Wholesale Market 


Reported in St. Louis 


St. Louis, Mo.— There has been 
plenty of business coming into the 
houses during the past week with or- 
ders piling up in good volume. Some 
firms have found the business so brisk 
that much wanted merchandise has 
been placed on back-order. There has 
been a terrific struggle for a gain over 
the volume of May a year ago and in- 


| dications are that this will be accom- 





liams here. 


plished. 

The bright sunshine and hot weather 
has brought excellent results, with a 
strong demand for beige shoes, Style 
men report stocks badly depleted on 
the blonde type of merchandise with a 
strong demand still existing. 

Whites have been unusually pro- 
nounced and one of the best seasons in 
a good many is predicted. Some of the 
in-stock houses have cleaned up their 
stocks with the season for the retail 
merchant just starting. 

The new fall lines have been com- 
pleted and two of the women’s style 
executives in general line houses place 
reptiles both in genuine and imitation 
as first in the selection of footwear for 
early August selling. Where genuine 
reptile is employed it will be in split 
vamps as shoes in the two houses re- 
ferred to-are popular-priced institu- 
tions. 

Brown and black suede are also given 
a place just below reptile and in grades 
that retail for $6 is expected to have 
a large following. Black satin at 
the present moment is exceptionally 
strong, and according to some style 
managers, is a forerunner of a stronger 
demand later. With all of these ma- 
terials listed in order in which it is ex- 
pected they will be sold, each style ex- 
ecutive ended his interview with the 
following advice: “Of course, for the 
entire season, patent leather will out- 
sell any one material.” 


Dena Shoe Co. Moves 


HAVERHILL, Mass.—The Dena Shoe 
Co., maker of children’s shoes, has re- 
moved to South Lawrence, Mass., 
where space has been taken in the A. 
R. Kimball factory. The company em- 
ploys 100 and at the location plans 
immediate expansion. Albert McKin- 
ney is president of the company and 
Max Lappin, treasurer and general 
manager. 


Buys Partner’s Interest 


DetrRoIT, MicH.—H. B. Ladd of the 
firm of Ladd & Koerber, Inc., has sold 
his interests to his partner, William G. 
Koerber. J. A. MacCallum, who for 
the past three years has managed one 
of the firm stores, has been appointed 
general manager. 


S. Einstein Retires 


CHIcaAGo, ILL.—S. Einstein, treasurer 
and assistant secretary of the Flors- 
heim Shoe Company, retired from that 
position, May 31, it is reported here. 
His future plans have not yet been an- 
nounced. 
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NEW color consciousness is com- 

ing in men’s shoes. J. K. Garr of 
the Hickey Freeman Company, cloth- 
ing manufacturers, put it, “The shoe 
man was able to sell banana yellows in 
millions of pairs. Isn’t there a chance 
for him to sell a dark blue shoe for 
men and dark blue tuxedos and suits, 
for they are in good taste for Fall?” 
We go still further and record the 
statement made by Henry .E. Hagan 
at a recent meeting of the Massa- 
chusetts Retail Shoe Merchants’ Asso- 
ciation, when he said some twenty 
years ago, “We sold gray shoes to men 
and they were in good style, good taste 
and good profit to the dealer.” 


HE fine art of window display is 

like getting the public to eat the 
food set before them and having them 
like it. It must be appetizing first, 
then there must be a strong appeal to 
the eye. “When the senses are pleased 
people will buy,” says Henry M. Young, 
display manager for Gude’s, Inc., Los 
Angeles. And that feature leads us 
to a major feature in next week’s issue 
on ‘window display. The public is win- 
dow shopping-minded. Therefore, 
newer and better windows are needed. 
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